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| HARRY WOOD TELLS 


LIAMA: 





Decade’s Major Problem Is 


The main big challenge of the coming 
decade is management development, 
and it must be met 
if the life insur- 
ance business is to 
expand as it 
should, J. Harry 
Wood, managing 
director of LIAMA, 
told that organiza- 
tion’s annual meet- 
ing in Chicago. 

“My real con- 
cern is not for any 
of the many prob- 
lems facing us to- 
day,” he said. 
“Even if they are solved or disappear 
there will be others next year and 10 
years from today. My real concern is 
whether or not, as an industry, we have 
the foresight, the determination to do 
the job in management development to 
which most of us, up to now, have given 
only lip service. 

“Practically every company needs to 





J. Harry Wood 


Developing Management 


train more of its own management 
personnel. All companies, combination 
and ordinary, need to do a much bet- 
ter job in the selection, training and 
continued supervision of managers. 
Few companies can afford to go all out 
on such a program, but none can af- 
ford not to make a start.” 

Mr. Wood discussed the problem of 
developing the entire field force, saying 
that “the cost in time, money and 
human resources is such that for the 
good of the industry we should do 
something better than at present—and 
we can.” 


Growth Becomes Expensive 


Turning first to agents, Mr. Wood 
suggested that the companies are not 
growing rapidly in net numbers. This 
growth becomes expensive because of 
the high cost of financing, training and 
supervising new men who are not 
even necessarily “net” but might only 
be replacements. There are two ways 
in which improvement can be effected, 

(CONTINUED ON PAGE 12) 


Oct. Ordinary Sales 
Figure Static, Gain 
Is Only $1 Million 


October ordinary sales of $4,321,- 
000,000 virtually marched in place, 
showing almost no percentage gain and 
a dollar increase of only $1 million, ac- 
cording to LIAMA. Ordinary sales in 
the first 10 months, amounting to 
$42,375,000,000, also had an infinites- 
imal percentage change, but a dollar 
decline of $66 million. 

Sales of all types of insurance dur- 
ing October came to $6,065,000,000, a 
gain of 2%, and for the first 10 months 
were $58,644,000,000, up 3%. 

October group sales were $1,164,- 
000,000, a 14% increase, and in the 
January-October period amounted to 
$10,535,000,000, a rise of 22%. 

Industrial sales for the month were 
$580 million, down 1%, and for the 
first 10 months totaled $5,734,000,000, 
a nominal percentage change and dol- 
lar decline of $15 million. 

The 10-month ordinary figure in- 
cludes $471 million in 1960 and $574 
million in 1959 under individual poli- 
cies written on groups of persons. 
Group figures represent only new 
sroups set up. 





Davis Gregg Heads Slate 
Of Insurance Teachers 


Davis W. Gregg, president American 
College of Life Underwriters, heads the 
slate of officers of American Assn. of 
University Teachers of Insurance as 
unopposed candidate for the 1961 presi- 
dency. The AAUTI election is con- 
ducted by mail, but results are not 
announced until the annual meeting, 
Dec. 28-29, Ambassador Kingsway 
Hotel, St. Louis. 

Other candidates who are also unop- 
posed are John S. Bickley, University 
of Texas, for 1st vice-president; Joseph 
F. Trosper, Southern Methodist, secre- 
tary-treasurer, and E. J. Faulkner, 
president Woodmen A.&L., associate 
member of the executive committee. 

Two offices are contested: For 2nd 
vice-president, John F. Adams, Temple 
and K. W. Herrick, Texas Christian; 
for active member of the executive 
committee, Mark R. Greene, University 
of Oregon, and Grant M. Osborne, 
Arizona State. 


Million-Dollar Panel At 


Bronx Educational Meeting 


The first educational meeting of the 
Bronx branch of New York City Life 
Underwriters Assn. presented a panel 
made up of four million-dollar pro- 
ducers, each of whom draws the major- 
ity of his business from the Bronx area. 
The panel members were B. R. Stone, 
John Hancock; Harold Heffler, Pru- 
dential; Bernard Rawiszer, New York 
Life, and Louis N. DeNise, Metropoli- 
tan Life. 

The panelists addressed the Bronx 
soup for a period of 10 minutes 
answered questions and explained how 
they produce in excess of $1 million 
of business each year. 








Tells How Mutual Of Canada Has 
Grown By Recruiting Full Timers 


How Mutual Life of Canada has 
grown by hiring only full-time agents 
and sticking to 
high selection 
standards was de- 
scribed by George 
Dunbar, vice-pres- 
ident in charge of 
agencies, at the 
annual meeting of 
LIAMA in Chicago. 

The company in- 
creased the num- 
ber of its agencies 
from 46 in 1945 to 
70 at the end of 
1959, while cutting 





George Dunbar 

its field force from 1,126 to 821. How- 
ever, in 1945 only 10% were full-time 
agents, 50% were also selling general 
insurance and 465 men were part- 


timers. Today 80% are full-timers, 
15% sell general insurance as well as 
life, and only 40 men are part-timers. 

In addition, the 821 men in 1959 
produced more than $280 million of 
business, whereas in 1945 the 1,126 
men produced $64 million. This year 
Mutual’s ordinary production is show- 
ing an 11% increase. The results were 
possible, Mr. Dunbar explained, be- 
cause the company, since 1947, has con- 
tracted only men who would sell life 
insurance full time. Mutual altered its 
contract so that the pension and group 
benefits would terminate if the agent 
sold other types of insurance, and the 
company now cancels the contract if 
an agent sells other forms of insur- 
ance. 

Production per full-time man ex- 


ceeds $425,000 a year. Production has D. C. 


been steadier. Thirty-six percent of 
new business comes from men with 
less than five years’ experience with 
the company. In the last 10 years the 
first-year survival rate has been be- 
tween 55% and 65%. The five-year 
survival rate has been between 27% 
and 36%. 

Mutual of Canada appoints man- 
agers only from its own field force. 
Managers make recommendations for 
vacancies on the managerial staff, and 
the elimination process, LIAMA’s Ca- 
reer Analysis Procedure, is put into 
motion. The new appointee, when fin- 

(CONTINUED ON PAGE 5) 


N. Y. Court Rules 
Out Fire Company 
For Conn. General 


Life Insurer Told It May 
Not Use Subsidiary Device, 
But Will Appeal Decision 


The appellate division of the New 
York supreme court has found for the 
superintendent of the New York De- 
partment in Connecticut General’s 
suit for summary judgment permitting 
the company to form or purchase a 
fire and casualty insurer. The appel- 
late division’s decision, therefore, sus- 
tains the supreme court which denied 
Connecticut General’s motion for judg- 
ment, granted the _ superintendent’s 
cross-motion for summary judgment 
and dismissed the complaint. 

The decision of the court in this 
second round was accompanied by a 
dissenting opinion by Justice Eager. 
Has Issued Statement 


In view of this, Connecticut Gen- 
eral has issued a statement, which 
takes note of the fact that “the dis- 
senting justice agrees fully with Con- 
necticut General. 

“Our lawyers have studied the two 
opinions. They remain firm in their 
conviction that Connecticut General’s 
legal position is sound and should be 
upheld on appeal to the New York 
court of appeals. 

“Connecticut General will file its 
appeal shortly,” the statement con- 
cluded. 

The court noted that both sides con- 
ceded that the intent of sections 42(3) 
and 193(2) of the New York insur- 
ance law is to forbid foreign life com- 
panies to write fire and casualty busi- 
ness and vice versa. The issue in the 
case, as the court saw it, was whether 
or not Connecticut General, by acquir- 
ing controlling stock interest in a fire 
and casualty subsidiary would, in ef- 
fect, be engaged in an insurance busi- 
ness other than that for which it is 

(CONTINUED ON PAGE 9) 





_ Manhattan Life Is 100% GAMC 







‘ 


the conference and is one of seven c 





ompanies so honored. 


Frederick W. 
Lohm, vice-presi- 
dent, center, and 
Richard M. Gros- 
ten, general agent 
at Los Angeles, 
right, acce pt fe~ 
Manhattan Life the 
100% certificate of 
membership award 
of General Agents 
& Managers Con- 
ference of NALU. 
The award is pre- 
sentéd to compa- 
nies when 100% of 
their management 
forces are members 
of GAMC. Manhat- 
tan Life has 90 
general agents in 

Making the presenta- 


t; 





tion is GAMC Vice-Chairman C. Carney Smith, Mutual Benefit Life, Washington 









N. Y. State Assn. To 
Push Formation Of 
Anti-Twisting Unit 


New York State Assn. of Life Un- 
derwriters plans to take action toward 
establishment of 
an intra-industry 
group empowered 
to police twisters 
and misrepresen- 
ters, the associa- 
tion’s president, 
Harry K. Gut- 
mann, Mutual of 
New York, New 
York City, told the 
fall delegate meet- 
ing at Massena. 

Mr. Gutmann al- 
so called on the 
New York department to “bear its 
share of the responsibility” in guarding 
the public against those who twist and 
misrepresent. 

Mr. Gutmann told the delegates 
there is no more serious problem to- 
day than the replacing of policies and 
“there is considerable evidence that 
the industry is not facing up to this 
problem as realistically and fully as it 
might.” 


Twisters’ Business Accepted 





Harry K. Gutmann 


“Business is being accepted from 
known twisters,” he declared. “The 
twisters move from one company to 
another, and even with this knowledge 
their business is accepted and their 
practices seemingly condoned. If the 
laws that protect the policyholders of 
this state are not of sufficient breadth 
to check this practice, then the in- 
surance department should cooperate 
with the industry in seeking laws that 
can give the public the protection it 
deserves and badly needs.” 

Mr. Gutmann said the association is 
aware that the department is short 
on both money and manpower but he 
said “it seems that the conflagration 
of twisting is being ignored for lack 
of understanding, while the depart- 
ment is spending its time on brush- 
fires. The department has a moral re- 
sponsibility in the matter of twisting. 
Is it not possible to teach new respect 
to the offender, even if the present 
law does not permit his prosecution?” 

Covering all phases of the group 
problem, the association will continue 
its policy of collecting information on 
“carved-out” group policies and others 
that would be in violation of the Har- 
ris ruling that group life coverage 
must not be out of proportion to years 
of service or compensation. This in- 
formation will continue to be reported 
to the department. The association 
wille also continue to seek a solid set of 
ground rules dealing with any further 
expansion of group and aimrd at 
limiting contracts to a sound formula. 

Mr. Gutmann said the past year has 
seen an increasing effort by the in- 
dustry to re-educate the public to the 
value of life insurance, while the 
Beers committee report on group has 
found substantial agreement among 
the companies on many of its find- 
ings. The state association sees ‘en- 
couraging signs that the companies 
and their agents are beginning to 
come together to work out solutions 
for many of their problems. Mr. Gut- 
mann feels there is a beginning of a 
rededication to the principles of cash- 
value life insurance. 

Marvin A. Kobel, NALU director of 
public relations, addressed regional 


workshops and presented the area 9 
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Photographed at a company convention in Washington, D. C., are nine Pru- 
dential ordinary agency managers who are also presidents of General Agents 
& Managers Assns. in their respective cities. Standing from left are Richard 
Hill, Waco-Temple association, Waco, Tex.; Charles H. Althoff, Delaware Valley, 
Trenton; Howard E. Shaw, Rockford, Ill.; John J. Frey, Milwaukee; John E. 
Griffith, Long Beach, Cal., and A. Gordon Philips, New Castle County, Wilming- 
ton. Seated, from left are G. William Eppley, Indianapolis; P. O. Porraro, Day- 
ton, and Maturin B. Bay, Chicago. Not photographed is Gerald H. Young, presi- 


dent of the New York City association. 





Success Patterns Unveiled At 
Corpus Christi Sales Congress 


Stories and testimonials of success 
abounded at the annual South Texas 
Sales Congress at Corpus Christi, 
which was attended by 300 agents 
from the Valley Grande, Victoria, and 
San Antonio associations as well as 
the host organization. 

Enthusiasm is the thing most em- 


Students To View Life 
Insurance Film During 
Institute Annual Meet 


A living example of life insurance 
education at work will be one of the 
features of the annual meeting of In- 
stitute of Life Insurance, Dec. 13, at 
the Waldorf-Astoria Hotel in New 
York City, when the institute’s new 
film, “Life Insurance—What it Means 
and How it Works,” will have _ its 
premiere. It will be shown to the 500 
life insurance executives in the setting 
for which it was created—before an 
actual high school “class.” 

The film, which is a combination of 
live action, animation and _ picture 
rhythm, in color, will present a drama- 
tic story of how life insurance oper- 
ates and how it serves American 
families. On the platform watching the 
film will be a Long Island, N.Y., high 
school teacher, Mrs. Dorothy W. Hamil- 
ton, chairman of the citizenship edu- 
cation department of Herricks Senior 
High School, New Hyde Park, and 10 
of her honor students from a social 
studies class. Following the showing, 
the teacher and class will engage in a 
classroom discussion of the 
film and the facts about life insurance. 


the 








membership award plaque te 
Jamestown, N. Y., association. 

The state association plans to spon- 
sor legislation permitting school teach- 
ers to be covered for group life as 
employes. The association will also 
press for step-licensing and will en- 
courage fraternal agents to accept the 
same licensing standards that other 
agents are bound by. 

Peter J. Keenan, Penn Mutual, Buf- 
falo, will be chairman of the annual 
“appleknockers” sales caravan touring 
the state in April. 

The state association will hold its 
annual meeting in New York City in 
May, when the city association will be 
marking its 75th anniversary. 


phasized in all books on selling, Ro- 
land O. Darnell, Provident L.&A. gen- 
eral agent at Jackson, Miss., pointed 
out. Selling life insurance may sound 
easy when coming from the vice-pres- 
ident in charge of agencies, but agents 
soon learn that it isn’t, and they also 
learn to suffer. However, a man who 
loves the business will sell. Enthusi- 
asm is contagious and the agent who 
knows life insurance and believes in 
it will have no fear concerning his 
approach and presentation. 


Stick To Good Idea 


Mr. Darnell said that an agent who 
has a good idea going for him should 
stick to it. Too frequently agents ac- 
cept new ideas and abandon the ones 
which have meant sales. 

He advised also that an agent should 
convince himself that he is going to 
have a good day in which a sale will 
be closed. Disturbing elements which 
could ruin the day should be avoided, 
and this includes disturbances at home 
and at work. 


Help One Another 


An agent should be square with his 
company, his general agent and as- 
sociates and should live by the golden 
rule, Mr. Darnell declared. “This is a 
business of helping each other. It will 
not hurt. If a man curses his company 
he had better get another company. 
How can you sell when you do not be- 
lieve in your company? Believe in 
your fellow man and do something,” he 
urged. 

Potentially great life agents are be- 
coming confused by the belief that the 
multiple line trend is the way to suc- 
cess, according to E. E. Sammons, vice- 
president and agency director of Uni- 
ted Fidelity Life of Dallas. LIAMA 
does not agree with this belief, and a 
survey on the subject indicates that 
people do not want one-stop shopping 
in insurarice. 


Scores Mutual Funds 


He said that men in all professions 
are specializing, and life insurance, as 
a service profession, calls for specializ- 
ation, too. Among members of the Mil- 
lion Dollar Round Table, there are 
only two or three who sell multiple 
line coverage, and they have grown 
into it after many years in the busi- 

(CONTINUED ON PAGE 13) 
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75 Qualifiers At 
American Bankers 
Of Miami Annua! 


Some 75 leading producers of Amer. 
ican Bankers Life of Miami qualifig 
for the company’s annual conventig, 
at Miami Beach, where they wep 
addressed by Herbert P. Karlsruhe 
New York Life, New York, who spok 
on “Our  Business—Lucrative ay 
Fascinating.” Mr. Karlsruher is ,; 
qualifying and life member of Millin 
Dollar Round Table. 


Greetings From Faircloth 


At a president’s reception and din. 
ner, the start of the program, greeting 
were extended from the Florida de. 
partment by E. A. Faircloth, assistant 
commissioner, and Richard L. Starr, 
deputy commissioner. 

The first business session openej 
with a welcome address by James G. 
Ranni, chairman, who announced that 
American Bankers had passed the 
$400 million mark in life insurance jp 
force. James B. Siske, vice-president 
and director of agencies, presided 3 
the session, which was given over t 
speeches by members of the fielj 
force, including Raymond H. Collins 
Milwaukee, who spoke on building g 
successful agency; Angelo B. Ratinj 
Pittsburgh regional director, discussing 
cooperation in business; John E. De. 
Rosa, Trenton, on the subject of sell- 
ing the company, namely American 
Bankers; Edward R. DeYoung, Grand 
Rapids, Mich., who covered the higher 
income market, and Lawrence Nagler, 
Greenwich, Conn., who talked about 
profitable sales ideas. 


Sales Promotion Seminar 


A sales promotion seminar was 

scheduled for the same afternoon un- 
der the direction of Joseph M. McCar- 
thy, assistant vice-president. Featured 
speakers were Larry Wickenheiser, 
production director, and Donald J. 
Wellenkamp, supervisor of field serv- 
ice. 
Ling, executive vice-president, presid- 
ing, dominated the following morning's 
session. Speakers included Allen C. 
Bartlett, underwriter and manager of 
the policy issue department; Dr. James 
K. McShane, medical director; George 
R. Van Wyck, assistant vice-president 
and controller; Lillian D. Wierman, 
chief accountant; William H. Lewis, 
actuary; George D. Floyd, assistant 
vice-president-credit life, and R. Reid 
Sanderson, assistant secretary and 
counsel. : 

R. Kirk Landon, president, addressed 
the gathering at a luncheon given in 
his honor. 

Sunday evening was given over toa 
reception and awards banquet, at 
which the speaker was Commissioner 
Larson. 

Mr. Landon presented the R. Kirk 
Landon persistency trophy to Mr. 
Ratini. 


Jefferson Standard Life's 
In Force Total $2 Billion 


Jefferson Standard Life has reached 
the $2 billion-dollar mark in life insur- 
ance in force, with a $25,000 policy 
issued to Earl L. Teague Sr., States- 
ville, N. C., construction equipment 
dealer. Howard Holderness, president, 
and other company officials visited 
Mr. Teague’s office to deliver the 
policy in person. ; 

The second-billion policy was writ- 
ten by Robert L. Bradford, manager 
at the Statesville district office. 
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LIFE INSURANCE EDITION 











WHAT MAKES THIS trim motor scooter a sure-fire 
seller? A combination of things. Desirable features. 
Economy. And an eager market. 

So it is with life insurance. Provident Mutual, along 
with other leading life insurance companies, studied 
the possibilities of guaranteeing young people the 
opportunity to add to their life insurance protection 
as their needs and income grow, regardless of insur- 
ability. Result: The Guaranteed Purchase Option— 
it guarantees the client the right to buy added 
Provident Mutual life insurance on specified future 
dates at standard rates—as much as $10,000 more 


well 


at each option date, depending on the face amount 
of the basic policy, without further evidence of 
insurability. 

Like the perky scooter, this type of insurance is 
ideally suited to young men ‘‘on the grow.’’ That’s 
why it sells so well. When a product sells well, the 
man who sells it does well. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Pru College Cost Financing Plan | Rec: 
| Joins Endowment And Bank Loap| ti: 


NEW YORK—Prudential, in cooper- until three years after the studey home of 
ation with 45 banks throughout the graduates to repay the loans. In 1)§ ment. 
R United States and Canada, has de- states, he will have two and one-ha Mutua 

E / N S U R ANC E veloped a novel plan to help parents years and in two states, New Jerse Jan the 
finance college educations for their and New York, until 19 months afte ate 
children now in the eighth to 10th graduation. At the present time th role or 
grades. The plan, a combination of plan cannot be sold in Kansas. manager 
short-term endowment and bank loan, The plan will be issued only tf tactorily 
was introduced at a press conference males, age 30-54, who are responsibh cedure. 
z here by Thomas Allsopp, vice-presi- for financing the college education 
Increasing demands for pro- dent. their children and it works this wage, _— 
tection and service have been The important feature of the plan is _ A father, age 35, wanting $6,000] inder th 
fully met by A & S under- that it allows parents to spread the finance the education of a son entering | ji, mair 
staliaenn::: adie: Mimnensliimailitins costs of a four-year college education the eighth grade, pays Prudential 1] 4p his 
P over a period of eight to 12 years, —_ antag: Ace ee of 7 for} ceives a 
: : . depending primarily on the grade the S¢€ven years. ential, in turn, pays em 
Reinsurance is the best device child is in when the plan is inaugurated the father a $750 endowment paymen ag doe 


ee ane ame: e- and the state in which it is purchased. When the son graduates from high ee 
P school, $750 midway through the fresh. a 
















wm pate 7 enti Maximum $25,000 Ferns Came man year in college, $750 before tte} men un 

Y or ae In most states the plan provides sophomore year, $750 midway through | yalidatin 

market. $2,000 to $12,000 for financing the the sophomore year, and $375 sometim | jing plan 

: college education of a single child. It after the sophomore year but before the | to9 new 

Employers Re provides com- is available with a minimum of $2,000, beginning of the junior year. Th] tions are 
plete service in in units of $1,000, to a maximum of father thus receives $3,375 in endoy. 

$12,000 for one child and a maximum ment payments from Prudential. Helps Fi 

A&SLINES amount of $18,000 per family with At this juncture, the father, if The m 


more than one child. The first two wishes, may use the prior bank loa] par said, 
years of the child’s college education commitment. In so doing, he elects t) | ,nows tl 
are covered by periodic endowment have the level term policy (a featur | manager 
payments and the last two years with of the plan which, in this case, pm.] serve as 
: bank loans. The 45 participating banks vides $6,000 of level term coverage m | pany. Hi 

commit themselves, up to seven years himself and his son) become paid-w ] {to the fic 


EMPLOYERS REINSURANCE CORPORATION beg, to nuke a scriea of loans to th Maax egies Paymeecte. el man 





begun, to make a series of loans to the Bank Begins Payments fill mane 
parents when endowment payments The Sahet mk eae te i “It al 
cease, which occurs when the child ssigns the policy 

to the bank, which, following exec. many co 





KANSAS CITY, MISSOURI =e . 
has finished his sophomore year in col- * order to 
21 West 10th St. ae. tion of a note or loan agreement, wil from oth 
Under the plan, a father pays a level lend him $375 on the same date be positions. 
NEW YORK CHICAGO SAN FRANCISCO monthly premium to Prudential until Teceives the final $375 from Prudential. | i gustry 
107 William St. 175 W. Jackson 100 Bush St. he receives his last endowment pay- The bank then lends him $750 midway panies to 
ment. He then pays monthly install- through the junior year, $750 before material 
ments to the lending bank until the the senior year and $750 midway} Ji coe’ 
loans are repaid. pore 9g the senior year, for a total of recruit a 
In most states, the parent will have Apes , 
P Mr. Allsopp said the plan is designed Mr. oy 
for students in the eighth to lon} contract, 
grades because it is during these years Boot ; 


that college counseling begins, the ti 
child’s potential for entry into colleg rl <a 
is determined, and the need for college — 


BUILD A SECURE FUTURE WITH... financing becomes apparent. In addi- tracted a 

















tin, Mr. Allsopp said he felt that more vat = 
Y Oo U R OW N A G E N CY conventional insurance or other sav-} ‘Ce 28\ 
(CONTINUED ON PAGE 11) At the 
adopted, 
Built on the strong foundation of Central Standard Life’s 1960 Dividend Scale To Be | pre" 
new Career Contract that offers you: Continued By Mass. Mutual | well. Th 
— Massachusetts Mutual will continue = ~~ 
. P during 1961 the dividend schedule cur- | With a Dt 
Completely vested — — we With Content Standard You Enjoy rently in effect under individual po- | end of si 
premium paying period of the policy * working with an agent-agency icies, but with certain minor modifi- has impr 
Substantial Override for general agents building organization cations. Interest on funds held for pay- | 28ers like 
x ‘ ; ments not involving a life contingency the test a 
Accident and Sickness Plans— * company sponsored education under settlement options and unde | Average 
“your partner for Life” e tested-proven direct mail aids matured retirement income and re To bo 
; , : : ss tirement annuity policies will be cred- » BOO: 
High Value Low Premium Life Plans e jiberal underwriting ited at 3.65% after Jan. 1. for insur‘ 
Top First Year Commissions The interest rate guaranteed an | °f the ind 
paid on dividend accumulations wil Mutual of 
continue at 3.4% during 1961. Interest ee ar 
PY on conversion contributions accounts rs 
The secret of success is Constancy to Purpose’’ under pension plans will be credit | ffered c 
Benjamin Disraeli | at 3.4%. ila 
re) s ss has b hi d with i The modifications in the 1961 div- 3 er o 
ur success een achieved with our career men and emeies idend schedule involve increasing ie saga ~ 
See for yourself—Write or wire today for your n . idends on some existing term po: hand 
“new approach” agent’s kit. Get full details by ee in line with new term rates institute gaa 
contacting your local Central Standard General Assets: $107,284,880 in October, and adjusting the speci cont beer 
Agent or: John M. Laflin, Vice President and refund to trustees under pensidi 10 ye 
Agency Director. Surplus: $14,591,874 trusts and other eligible plans to t § an ee 
flect the federal income tax allowance | basis. Thi 
applicable to 1960 earnings. sights and 
CENTRAL STANDARD LIFE The company expects to pay or cred- Mutual 
Founded 1905 INSURANCE COMPANY it about $39 million in dividends to its en of 
211 W. Wacker Drive Chicago 6, Illinois peeeaine: Set ae 2 — cane 
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Recruit Full Timers, Dunbar Says 


(CONTINUED FROM PAGE 1) 


ally selected, receives orientation 
training both at the branch office and 
in the home office, and later at the 
home office school in agency manage- 
ment. 

Mutual has a new field supervisor’s 
plan that is available to any agent 
wanting to look into the management 
role or who is recommended by his 
manager for a trial and rates satis- 
factorily in the Career Analysis Pro- 
cedure. The agent completes a cor- 
respondence course in recruiting and 
training and begins to do this work 
under the manager’s direction, while 
his main job continues to be keeping 
up his personal production. He re- 
ceives an overriding on the business 
of the men he recruits and trains, but 
this does not change the manager’s 
overriding. The new man isn’t con- 
sidered a supervisor until he has two 
men under contract and they are 
validating under the company’s financ- 
ing plan for new agents. This plan is 
too new to quote results, but indica- 
tions are that it is worth-while. 


Helps Field Morale 


The most important point, Mr. Dun- 
bar said, is that everyone in the field 
knows that the only way to become a 
manager for Mutual of Canada is to 
serve aS a career agent with the com- 
pany. He emphasized the importance 
to the field force of knowing that men 
will not be brought in from outside to 
fill managerial vacancies. 

“It alarms me,” he said, “that so 
many companies are thinking that in 
order to grow they must take men 
from other companies for management 
positions. This practice isn’t doing the 
industry any good.” He urged com- 
panies to develop their own managerial 
material, saying that if they do so they 
will see that as a result it is easier to 
recruit agents. 

Mr. Dunbar told about the full-time 
contract Mutual adopted five years ago 
in an effort to pay the new man well 
without his going into debt and, at the 
same time, to limit the company’s in- 
vestment. Many of the already-con- 
tracted agents wanted the new con- 
tract, and now about 80% of. the field 
force have it. 

At the time the new contract was 
adopted, the company introduced a 
career compensation plan, and Mr. 
Dunbar reported that it works very 
well. The plan provides a new agent 
with maximum income for two years, 
with a built-in increase of 10% at the 
end of six months. The survival rate 
has improved considerably, the man- 
agers like the plan, and it is standing 
the test of time, he said. 


Average 55 Apps A Year 


To boost the number of applications 
for insurance in 1946, when the rest 
of the industry experienced a decrease, 
Mutual of Canada required a minimum 
of 36 applications a year for club 
membership. In 1951 the company 
offered cash bonuses for additional 
apps and ever since then an increased 
number of applications have been re- 
ceived. In 1959 the average number of 
apps per full-time man was 55. 

Standards for convention attendance 
have been raised several times in the 
last 10 years and the company now is 
on an earned first-year commission 
basis. This has made men raise their 
sights and the results have been good. 

Mutual plans to have more agencies 
instead of letting present ones get too 
big. Canada is due for a “fantastic” 
Population increase and Mutual plans 
to meet this growth by marketing 


aggressively through more agencies 
and more men. 

As to persistency, Mr. Dunbar said 
management has to want quality above 
quantity to have a good persistency 
record. Mutual’s Conservation Club re- 
quirement is a lapse rate below 8%, 
and cards announcing membership 
qualification are sent to the agents’ 
policyholders each year. The average 
lapse rate of members of the Produc- 
tion Club for the past year is 3.83% 
and this lapse rate is developed from a 
two-year exposure. 

Conservation of business has been 





‘Positions t 


tAuthority: 
The National 
Underwriter. 
Based on 717 
Companies 
Reporting 


<The 


made part of convention qualification 
requirements. If an agent has a higher 
lapse rate than the company average, 
his requirements are increased $50 for 
every point above the company’s rate 
and, in addition, no agent can attend 
the convention if his lapse rate is more 
than 1% times the company rate. This 
caused one top producer to be kept 
from a recent convention, he said. 
Follow-up is considered important 
at Mutual of Canada and the agency 
officer on a visit to an agency dis- 
cusses conservation problems with the 
agents concerned. Monthly reports 
about lapsation are sent to every 
agency, the president writes personal 
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letters to every policyholder who 
lapses a policy inquiring the reason, 
and the national quality award pro- 
gram is supported energetically. 

Each fall the policyholders’ service 
campaign reaches thousands of policy- 
holders, who are interviewed by the 
agents. Questions about present insur- 
ance are asked and these often lead 
to discussion of new insurance. The 
report forms are sent to the home 
office and letters from the president 
are sent thanking the policyholder for 
granting the agent the interview. This 
service has been the means of having 
35% to 45% of new business each 
year come from old policyholders. 





Report from Chicago... 
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Growth and progress . . . dramati- 
cally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
can action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- - 
insurance) were up 250% over 
the first four months of 1959. 

At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 
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H2eNATIONAL UNDERWRITER 


PIKE SPEAKS FOR LIA, HIA AND ALC 





Three Insurance Organizations Approve 
Experience Rating For N. J. Blue Cross 


Bilis being considered by the New 
Jersey legislature’s hospital and medi- 
cal legislative study commission which 
would provide authority for Blue 
Cross-Blue Shield to adopt experience 
rating for groups of 100 or more have 
the approval of three insurance or- 


ganizations, Albert Pike Jr., actuary 
of Life Insurance Assn., told the com- 
mission in Trenton, N. J. 

Mr. Pike, appearing before the com- 
mission as spokesman for LIA, Health 
Insurance Assn. and American Life 
Convention, also took the occasion to: 


—Urge that Blue Cross-Blue Shield 
not be allowed to expand their sales 
operation to compete as_ insurance 
companies in the national group in- 
surance account field, unless first re- 
quired to pay premium taxes to those 
paid by insurance companies. 

—Speak out against the practice of 
hospital discounts to Blue Cross which 
he said causes both hospitals and the 
hospital-using public to suffer. 

—Reject as “insupportable” charges 
that insurance companies use group 
health insurance rates as loss leaders 
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to obtain group life or other types of 
group business. 

As for experience rating, Mr. Pike 
noted that the insurance business use, 
the system on all or virtually aj 
group A&S accounts of sufficient size 
adding, “We believe it is the only 
practical way of operating, given 4 
free enterprise insurance marketi 
system which assumes a multiplicity 
of insuring organizations competing 
with one another, instead of a ‘chosen 
instrument’ system involving only q 
single monopolistic insuring organiza. 
tion. We therefore approve the pro. 
posal.” 

Mr. Pike, however, discussing cer. 
tain provisions of the bills which 
would extend the underwriting pow. 
ers of Blue Cross-Blue Shield, pointeg 
out that in 1958 the total taxes, ]j. 
censes and fees paid by all insurance 
companies operating in New Jersey, 
exclusive of real estate taxes 
amounted to $17 million, of which 
some $2 million was attributed to the 
companies’ A&S business. Blue Cross. 
Blue Shield, he said, paid no equiva. 
lent taxes. 


Pay Taxes First 


“We believe,” Mr. Pike said, “that if 
Blue Cross-Blue Shield are to expand 
their underwriting powers so as to 
allow them to compete as insurance 
companies in the national group in. 
surance account field, they should first 
be required to pay premium taxes 
equivalent to those paid by insurance 
companies.” 

He asked that the commission strike 
from the bills provisions that were 
particularly intended “to facilitate the 
insuring of national accounts already 
insured by tax-paying insurance com- 
panies.” 

If, on the other hand, equivalent 
taxes are levied on Blue Cross-Blue 
Shield, “Then we welcome the com- 
petition,” Mr. Pike stated. 

Mr. Pike went on to quote a portion 
of the legislature’s New Jersey Blue 
Cross study committee, in which the 
charge of insurance companies using 
group A&S rates as loss leaders was 
mentioned. 


No Substance To Charge 


“There is no_ substance to _ this 
charge,” Mr. Pike declared. “Premium 
rates for group health insurance are 
independent of whether group life in- 
surance is or is not included in the 
plan.” 

He called the charge “all the more 
insupportable” when it is placed be- 
side another common charge—that in- 
surance companies have very low loss 
ratios for their group health insur- 
ance business. 

“Obviously, insurance companies 
cannot have very low loss ratios as 
charged and at the same time have 
very high loss ratios indicating loss 
leaders. 

“Actually, neither charge can be 
supported,” he said. 


State Mutual Dividends On 
Deposit Will Earn 3.85% 


State Mutual Life has increased the 
interest on policyholder dividends left 
on deposit to 3.85% effective Jan. 1. 
The 1960 rate was 3.65%. 

The company is also increasing div- 
idends on most policies after the 10th 
policy year. The estimated 1961 divi- 
dend payments and interest on div- 
idend accumulations will exceed the 
1960 totals by about $1 million, a 
11% increase. 


Appalachian National Life has been 
licensed in Kentucky. 
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Fire-Casualty Agents May Prove 
Weak Nucleus For Life Affiliate 


The assumption that a fire-casualty 
jnsurer’s agency force can serve as a 
strong nucleus for 
puilding a new life 
affiliate’s business 
is by no means a 
safe one, according 
to a top executive 
of one of the most 
experienced fully 
multiple-line com- 
anies. 

Addressing the 
annual meeting of 
Life Insurance 
Agency Manage- 
ment Assn. of Chi- 
cago, George H. Shackelford, vice- 
president in charge of the Travelers 
life and A&H agency department, said 
that “fire and casualty agents may or 
may not prove to be a strong nucleus 
for building a new life affiliate’s busi- 
ness.” 

Must Grasp Human Values 


“It’s most difficult,” he said, ‘“‘to get 
a fire and casualty trained man to be 
completely cognizant of human value 
coverage.” : 

At the same time, Mr. Shackelford 
feels that the ideal agent of the future 
will be a career man versed in all 
lines,” a true family counselor, trained 
to plan a complete insurance program, 
including life, accident and _ health, 
automobile, liability, mortgage redemp- 
tion and comprehensive protection for 
the home.” This will not be accom- 
plished overnight, however, but will 
require expansion of training facilities 
and changes in advertising techniques, 
Mr. Shackelford emphasized. This is 
due to the fact that much property and 
liability insurance is bought, while 
life insurance has to be sold. 

Mr. Shackelford listed other prob- 
lems that beset a company new in the 
multiple line business or about to enter 
it, One of these is agency compensa- 
tion. Differences in compensation for 
life agents and fire-casualty agents 
are fundamental and will call for 
careful planning to effect the necessary 
adjustments. 

The greatest problem of all, he 
warned, is the battle for the agents’ 
time. Because life insurance will al- 
ways have to be sold, whereas casualty 
and fire lines are often bought, an 
all-lines agent will, in most situations, 
take the line of least resistance and be 
an order-taker rather than a_ hard- 
working, creative salesman. 

Then there is the basic difference in 
investment policy between fire-casual- 
ty and life insurers. Life companies 
prefer long-term investments because 
they can predict future claim pay- 
ments and maturities with substantial 
accuracy. Fire-casualty companies, on 
the other hand, cannot predict future 
clam payments and therefore must 
have a much higher degree of liquidity 
of assets. 


Trained Executives Hard To Find 


Another major problem is finding 
the highly trained official and techni- 
cal personnel that a new affiliate com- 
pany will need, said Mr. Shackelford. 

While discounting the idea that the 
public initiated the trend to “one-stop” 
service in insurance, Mr. Shackelford 
said many people have experienced it 
and seem to like it. Also, he said “we 
cannot deny the fact that multiple-line 
selling agents, on the average, make 
More money than the one-line-only 
agents.” But he opined that the prin- 


G. H. Shackelford 





cipal reason for the trend, particularly 
in the case of fire-casualty companies 
taking on life affiliates, is the unfavor- 
able loss ratios the fire-casualty in- 
surers have experienced in the last 
few years. 

The speaker cited these facts de- 
veloped through LIAMA research: 

1. It is estimated that there now are 


about 170 life companies affiliated 
with fire-casualty groups. 

2. Of the top 25 groups of fire-cas- 
ualty companies, 21 are in the life 
business. 

3. Last year 16% of the total life 
business in the United States came 
from companies affiliated with fire- 
casualty insurers. 

4. The affiliated groups’ life produc- 
tion has grown at the rate of 33% over 
the last two years, compared with the 
entire life industry’s growth of 11%. 

5. A reasonable projection of the 
production growth curve of the affili- 
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ated groups would bring their share 
of the life industry’s total to 33% by 
1970, and it is expected that they will 
double their present share of total life 
insurance production in those 10 years. 

6. The 1959 increase in life insur- 
ance in force in the United States was 
$5 billion greater than that of 1957, 
and of this increase the affiliated 
groups accounted for about $2 billion, 
or 40% of the total growth of insur- 
ance in force during the two-year 
period between 1957 and 1959. 

On the other hand, said Mr. Shackel- 
ford, whatever economic forces may 
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be pushing the insurance business to- 
ward a true multiple-line operation, 
there is a very definite roadblock that 
effectively creates a sort of one-way 
street, and that is the New York insur- 
ance law that limits life companies to 
the sale of life, annuity, A&S and 
disability coverages, forbidding them 
to acquire fire or casualty affiliates. 


Were In Ahead Of Restrictions 


New York admitted life companies 
that do sell property and liability in- 
surance, he explained, were doing so 
before the restrictions were enacted 
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and these were not imposed retroac- 
tively. 

Mr. Shackelford cited three examples 
of multi-line companies that are seek- 
ing to maintain and increase their all- 
lines business: 

—Nationwide, which has stressed its 
full-time agency representation for a 
number of years, and which recently 
stated that 63% of Nationwide agents 
are engaged in full-time insurance 
careers with Nationwide and sell auto- 
mobile, fire, A&S and group life. 

—North America and Life of North 
America. The business of the life com- 


pany is developed through two oper- 
ations, service offices and career agen- 
cies. The life business conducted 
through service offices is a brokerage 
operation and deals primarlly with 
independent fire-casualty agents and 
is directed at the field level through 
the service offices of the parent com- 
pany. 

Life managers are being installed at 
an equal level with the fire and cas- 
ualty managers in these offices and the 
company also has established life re- 
presentatives in some of the larger 
general insurance agencies. The life 




















VIGGO E. JENSEN, left, Superintendent of Agencies, Central Division at Chicago, goes over N/W National's manual, Supervisory Aids 
for Management, with Ralph R. Winkel and Norman J. Bezouska, Management Trainees working as Supervisors in the Central Division. 
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At Northwestern National we believe that Field Management Train- 
ing should cover the everyday problems a manager faces in the field. 
For example, we show our Management Trainees how to make full 
use of our supervisory aids in such areas as market building, produc- 
tion analysis, work organization and financial planning. 

One of the basic duties of our six Divisional Superintendents of 
Agencies is the preparation of men for agency management. We al- 
ways have from 12 to 18 men in our Management Training Program. 
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company is also setting up a group gf 
career agencies for the production of 
life business. 

—tTravelers. When the life depart. 
ment brings a new man into the com. 
pany, he is obligated to spend the firy 
year soliciting life and Aé&S ling 
only. But he can hardly avoid th 
opportunity of selling property an 
casualty insurance as well. So the ney 
agent is licensed for these other ling 
and given salaried help from fire ay 
casualty specialists to help him hand, 
lines offered to him during his lif 
training program. 

After completing the life careg 
training program, most of these agent; 
are then enrolled in the casualty an 
fire course, with the result that 
of them become true multiple-liy 
agents within a few years. 


Opened Suburban Offices 


Last year Travelers opened some 
new personal lines offices in suburban 
areas of major cities and recruite 
new agents to be trained initially ip 
the sale of property coverages, using 
mainly the company’s pay-by-the. 
month premium budget plan as a door. 
opener. While these agents are special. 
izing in fire-casualty business, they 
are licensed as soon as possible for 
life, and have written some life busi. 
ness with the help of the salaried staff 

“In looking to the future, we can 
say that we will be recruiting life 
agents who will be_ primarily life 
agents but who will be writing other 
lines,” said Mr. Shackelford. ‘On the 
other hand, we will continue to recruit 
new men to the business who wil 
specialize in writing property cover. 
ages but who write some life insur. 
ance.” 


Aetna Life Dividend Scale 
And Interest Rate Boosted 


Aetna Life’s dividend scale for par- 
ticipating policyholders during 1961 
has been increased, thus requiring an 
allocation of some $6.8 million for diy- 
idend payments for the year, 5% more 
than would have been required if the 
current scale had remained in effect. 

The interest rate on proceeds left 
with the company will continue at 
31%% for 1961. 








General chairman of the semi-al- 
nual meeting of Midwest Training 
Directors Conference held at State 
Farm’s home office at Bloomingte 
was Gene Busche, Indianapolis Life 
(second from left). Program chairma 
was Ralph Fisher, State Farm (et 
treme left). The next conference wil 
be held April 11-12, 1961, at the home 
office of Lincoln National Life at Fort 
Wayne, Ind. Neil Rattray, Lincoln Na 
tional (third from left) will be chait- 
man at that meeting and Jack 
Ohio National (extreme right) will ¥ 
program chairman. The October mett 
ing drew 25 members representing !! 
different life companies from Obie 
Indiana, Illinois, Kentucky, Michig# 
and Wisconsin, and discussions cel 
tered around pre-contact tr 
audio visual and management trainiaé- 
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Ryle Out Fire Company For Conn. General 


(CONTINUED FROM PAGE 1) 
resently licensed, in violation of per- 
tinent statutes. 

In finding against Connecticut Gen- 
eral, the court said, “While the insur- 
ance law in a general provision recog- 
nizes the right of domestic and foreign 
jnsurers to acquire subsidiaries, sec- 
tion 90 of the same law, prior to 1958, 
precluded investments by a foreign in- 
surer Which did not comply in sub- 
stance with the investment require- 
ments and limitations imposed by this 
chapter upon domestic insurers. At the 

e time, subdivision 13 of section 
81 prohibited a domestic insurer from 
owning more than 2% of the outstand- 
ing common stock of any one compa- 


Tn 1958 the legislature did under- 
take to amend section 90 and to lib- 
eralize its provisions. The amend- 
ments, however, are here immaterial 
and it is not contended that they im- 
proved or materially’ altered ap- 
pellant’s position. To the contrary, a 
new subdivision 3 was added provid- 
ing that ‘nothing in this section shall 
be construed to relieve any foreign 
or alien insurer from compliance with 
any other provision of this chapter.’ 


Lines Of Battle Long Drawn 


“Moreover, in view of the facts that 
the lines of battle had long since been 
drawn, the pertinent legislative docu- 
ments furnish ample proof that there 
was no intent to nullify such prohibi- 
tions as are to be found in section 193, 
put instead such prohibitions were ex- 
pressly recognized and reserved. 

“Thus, subdivision 1 of section 193, 
when considered together with the in- 
yestment limitations of section 93, has 
the effect of prohibiting domestic life 
insurers from even raising the ques- 
tion of whether they might escape the 
prohibition of the former section 
through the device of the subsidiary. 
It is equally plain that the legislature 
intended that the similar prohibition 
in subdivision 2 of section 193 should 
be construed together with the invest- 
ment limitations of section 90. Thus 
considered, each complements the oth- 
er—the latter dealing with invest- 
ments and the former with doing busi- 


The court concluded that, while sec- 
tion 90 after its amendment in 1958 
permitted wider latitude in invest- 
ments, there was no intention by the 
legislature that a foreign insurer 
should be permitted to acquire a con- 
trolling interest in a fire and casualty 
company. 


Two Fire Subsidiaries 


In reference to Connecticut Gener- 
al’s point that it did not enjoy “equal 
protection under the law,” because two 
life companies (Aetna Life and 
Travelers) had for 50 years fire and 
casualty subsidiaries operating in New 
York, the court said the issue should 
not be decided on this fact, conclud- 
ing, “Conventional remedies exist for 
any party claiming to be aggrieved by 
the action of the respondent in contin- 

to renew the licenses of the two 
foreign insurers in question.” 
Justice Eager, in his dissenting opin- 
‘on, noted it was conceded that there 
Sno provision in sections 42 and 193 
or elsewhere in the insurance law ex- 
Pressly saying that a life company 

not acquire and own all or sub- 
stantially all of the controlling stock 
ina fire and casualty company. 
_He said, “The position of the super- 
intendent of insurance is that the con- 
tol by a foreign life insurer of a fire 


and casualty insurance company, 
though not expressly proscribed by the 
statute, would have the effect of vio- 
lating the business limitations provi- 
sions of said sections 42 and 193. Gen- 
erally speaking, however, the acquir- 
ing and owning by a foreign life in- 
surer of all or substantially all of the 
stock of a fire and casualty insurance 
company would not have the effect of 
placing the foreign life insurer in the 
position of doing a fire and casualty 
insurance business. This follows be- 
cause it is well settled that in no 
legal sense can the business of a cor- 
poration be said to be that of its 
stockholders. 
Confusing The Issues 

“The superintendent confuses the 
issues here when he talks generally 
about the evils of allowing life in- 
surers to do a fire or casualty busi- 
ness. He is thus presupposing, without 
justification, that the plaintiff will 
utilize a fire or casualty subsidiary as 
a mere agent or tool to evade the pro- 
visions of said sections. 

“We are not now concerned with 
the question of whether or not the 





The Federal Man has increased his income with 
the recent addition of the new Federal Life 
Qualified Risk Plan which now makes it 
possible for former heart, cancer, and 
diabetic patients to purchase Accident 
& Health Insurance. If you would 
like to increase your income 
write Emery Huff, Agency 
Vice President. Special 
managerial openings i. 
in Minneapolis — St. Paul; and 
Kansas City. Federal Life\ ys 
Insurance Company, 6100 N.; 
Cicero Avenue, “SiS 
Chicago 46, 
Illinois. 
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F'lexible-Age 


Retirement 


With LNL’s flexible-age retirement 
plan, the policyholder does not set the 
maturity date when buying the policy; 
he can wait until the date arrives be- 
fore making his choice. Naturally, cli- 
ents like this feature and LNL agents 
like to present it. 


Lincoln National’s flexible-age retire- 
ment plan is another reason for our 
proud claim that LNL is geared to help 
its fieldmen. 


The 
LINCOLN NATIONAL LIFE 


INSURANCE COMPANY | 


Fort Wayne, Indiana 


Its Name Indicates Its Character 
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plaintiff will be permitted to deal di- 
rectly through a subsidiary in viola- 
tion of the statute. We are bound to 
assume that the mandate of the 
statute will be respected and that a 
subsidiary of plantiff doing a fire or 
casualty business will carry on in the 
usual way, namely, as an independent 
corporate entity. 


Unauthorized Broadening 


“The construction of sections 42 (3) 
and 193 (2) of the insurance law 
sought by the superintendent of in- 
surance and in effect approved by this 





court in affirmance of the order and 
judgment herein, has the effect of 
broadening these business limitation 
sections of the insurance law to pro- 
hibit foreign insurers from making 
certain kinds of investments. In my 
opinion, such broadening of the parti- 
cular sections is unauthorized,” Justice 
Eager said. 

George K. Bernstein, assistant at- 
torney ‘general, presented the case for 
the superintendent and Wilkie Bush- 
by of Dewey, Ballantine, Bushby, Pal- 
mer & Wood was counsel for Connecti- 
cut General. 
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Supreme Court Denies 
Marital Deduction To 
= a s = 

Option’s Life Annuity 

WASHINGTON The Supreme 
Court has denied marital-deduction es- 
tate-tax treatment to the portion of 
a life insurance policy proceeds repre- 
senting the life annuity reserve for 
the income to be paid after the 
years-certain period until the bene- 
ficiary’s death. 

In the case of Meyer’s Estate vs Com- 
missioner, the beneficiaries agreed that 





Give lum a rng 


When you phone 
The Man from Manhattan, 
chances are your problem is over. 
















Better phone The Man from Manhattan 


THe MANHATTAN LiFE 2& INSURANCE COMPANY 


Home Office: 111 West 57th Street, New York 19, N.Y. 





at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 





HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 





standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 


standard or sub-standard. 


SS 


Our 2nd We Century 
Pe 


Sy 


of New York, 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 


When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 

Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. 
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tion was not subject to the m 
deduction but contended that 
smaller reserve, for the later life jy, 
come, should be allowed the deductig, 


the reserve for the years-certain an] 















The case is not regarded as of y 
great significance in the life insuray, 
industry, since in situations w 
the marital deduction is being utili. 
there are usually better ways of my, 
aging it than by attempting to split t, 
two reserve items in a life income 
tion along the lines attempted in 
Meyer case. 


Persons Elected To 
LIAMA Directorate 


The name of Henry W. Persons, vig, 
president and director of agencies y 








Henry W. Persons Kenneth B. Skinne 


Lincoln National Life, was inadver. 
ently omitted from the list of ne 
directors of LIAMA printed in lx 
week’s issue of THE NATIONAL Unnn. 
WRITER following the annual meeting x 
the Edgewater Beach Hotel, Chicago, 

Mr. Persons was elected for a thre. 
year term, as were J. D. Anders, 
executive vice-president Guarante 
Mutual Life of Omaha, Joseph L. Bes. 
ley, senior vice-president of Equitabk 
Society, and Homer E. Parker, exer. 
tive vice-president of Commonweal 
Life of Kentucky. The board compris: 
13 directors. 


New President’s Career 


LIAMA’s new president, Kenneth 3. 
Skinner, whose election was reporte 
briefly in last week’s issue, is vice 
president and agency director of South 
land Life. A CLU, he has been in th 
life insurance business since 1941. Ke 
joined Southland Life in 1944, becon- 
ing assistant agency director in 1946. 
is a past president of the Dallas CLI 
chapter. This year he served as gener 
chairman of the southwest placemen 
officers conference in Dallas, sponsored 
by several life companies, under th 
direction of the joint committee m 
careers for college graduates. lh 
LIAMA, he has been on the public re 
lations, relations with universities, ani 
bank premium plans committees ani 
on the ways and means committee ¢ 
the board of directors. He has been m 
the board two years. 

















CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


Ralah 4. Colisn 


30 N. LaSalle St. Chicago 2, Ii 
Fl-a-cia! 6-9792 
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pees Professional Services On 
* RATE BOOKS ° 
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Proof Reading — Production — Covers 
FAST © ECONOMICAL 
DUNCAN anv COPELAND, INC. 


1038 W. Peachtree St., NW © Phone TR 
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(CONTINUED FROM PAGE 4) 
ings programs fill the need better in 
earlier years, and that the cost of the 
program might be prohibitive in later 
years. 

When asked whether he did not 
think that $51.96 a month premium 
payment or a proportionate amount for 
areduced program did not preclude the 
plan from the mass market, Mr. All- 
sopp quoted a Ford Foundation survey 
on education costs. He said that one 
surprising fact the survey turned up 
was the existence of a large number of 
parents in the $5,000 yearly income 
pracket, who had a youngster in college 
and were at the time paying $50 a 
month toward the child’s education. In 
other words, he said, people are capa- 
ple of considerable dollar stretching 
where their children’s educations are 
concerned. 

As previously suggested, the new 
plan also provides term coverage in the 
face amount on both father and child 
from the date of purchase. The policy 
includes accidental death benefit on 
poth and waiver of premium disability 


_ LIFE INSURANCE EDITION 


nj Pru College Financing Plan Told 


benefit on the father if he is totally 
disabled for six months. If the father 
dies during the premium paying period, 
his child’s term insurance is paid up 
to the end of the premium paying 
period. 

The paid-up term on father and 
child during the bank-loan repayment 
period also includes ADB on both and 
a disability income benefit on the 
father amounting to 1% of the face 
amount per month. This is payable for 
a total and permanent disability up to 
the end of the paid-up term and can be 
used toward repayment of the loan. 

The paid-up term policy also in- 
cludes a conversion privilege for the 
student, at its expiration date, for up 
to double the face amount. 

While the bank’s commitment to 
make the loans becomes binding on the 
bank at the time the policy is taken 
out, the father is not limited to par- 
ticipating banks. He may borrow the 
necessary funds from any bank willing 
to enter into a similar arrangement. 

Participating banks require: 

—tThat the paid-up term policy be 











Does He Need His Greatest 
Protection Now? 


And does he want something more than term, yet balks at the 
higher premium for ordinary life? 


Then we introduce him to our new 
LIFE MODIFIED AT 70 


This policy allows him more protection NOW, when he needs 
it most. The face amount is twice as much before 70 as it 

is after. By lowering the face value at age 70, the policy allows 
a reduced level premium — now and throughout the life of 
the policy! (But it still builds cash values and gives 


lifetime coverage. ) 


The rate ranges from 9 to 35 per cent below ordinary life, 
according to age at issue. 


(Looking at it another way, the same premium dollar 
will buy 9 to 35 per cent more coverage before 70 in 
Life Modified at 70 than in ordinary life. ) 


This new policy thus combines the best features of term and 
“permanent” insurance. Buyers like the protection — 


and the price! 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 
(A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


We pay Lifetime Renewals...they last as long as you do! 


XUM 


assigned to it free of indebtedness. 

—That all premiums due under the 
program have been paid. 

—That the father, his wife, and the 
student (when of legal age) sign note 
forms. 

—That the father not be in default 
of any indebtedness to the bank or 
have gone through bankruptcy. 

—And that at the time each loan is 
made the student is enrolled in a col- 
lege or university in the United States 
or Canada. 

Participating bankers see as one 
advantage of the plan the fact that 


ll 


they can obtain clients whose credit 
worthiness has been established by 
regular premium payments to Pru- 
dential. 


Ind. Leaders Club To Use A&S 

Directors of Indiana Leaders Club 
have voted to permit the use of A&S 
production to help fulfill the $400,000 
qualification requirement. Each $25 of 
annual A&S premiums will be con- 
sidered equivalent to $1,000 of life 
insurance production, and up to $25,000 
of A&S premium may be used in 
meeting the requirements. 





qualifications: . 


expense arrangement. 








TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


INNUMEROUS life insurance companies can boast of particular strong points and 
advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can measure up" to these 





Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


Competitive Position Protective Life meets competition on all forms of Ordin- 
ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 


Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 


Progressiveness Protective Life has an 
Audio-Visual Selling Program, Quantity Dis- 
count premium system, and writes such 
"special" coverages as Disability Income and 
Guaranteed Insurability. 


Reputation Protective Life is now in its 
53rd year of successful operation, has more 
than a billion dollars of life insurance in force 
and carries an "Excellent A-Plus" rating by 
independent authorities for the ranking of 
insurance companies. 


Opportunity General Agency opportuni- 
ties unlimited throughout the Southeast for 
experienced Agents doing well in life insur- 
ance business, yet somewhat impatient with 
prospects for future advancement. 


Your inquiry is invited. 


PROTECTIVE LIFE 


Insurance 
Company 


Col. William J. Rushton, President 


BIRMINGHAM, ALABAMA 
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Management Development Is Major Problem 


(CONTINUED FROM PAGE 1) 
he said. First is in selection, where the 
new Form 7 of the Aptitude Index 
will be of more help in keeping out a 
few agents who now are hired but 
who shouldn’t have been. 

“It is in the area of training and 
supervision, however, that I’m _ con- 
vinced we are talking a much better 
game than we play,” said Mr. Wood. 
“In spite of training and supervision, 
for each new agent brought through 





HERE'S 
ANOTHER REASON 
WHY 





THE AGENT 
IS 
KEY MAN 


|AT KANSAS CITY LIFE 


for three years the average expendi- 
ture in both time and money per agent 
is startlingly low. This statement is 
based on a close, accurate functional 
time study in a group of better than 
average agencies.” 

The agencies were divided into two 
groups, according to the number of 
hours given to an agent in training 
and supervision, including the time 
spent in sales meetings. 

“We are financing a large percentage 


Man. cannot advance without education.” At Kansos City Life the 
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of new agents, spending a good sum 
of money to bring one agent into his 
fourth year,” said Mr. Wood. “Yet we 
are hoping that just a little training, 
just a little supervision will do the 
job, will protect our investment. It 
hasn’t—and it won’t.” 

To reduce these costs, it is necessary 
that the manager do his job better, Mr. 
Wood observed. “Perhaps the answer 
is to improve the selection, training 
and supervision of managers if we 
expect them to do the same with their 
agents,” he said. 

“For one thing,” he said, “we can 


education of our agents is of prime importance. So it, is. that highly 
‘skilled teams. from our field training division throughout the year 
set up training meetings at our general agencies. These two- 
or three-day sessions bring the latest information 
about the fascinating business of selling life insurance 
to both new and experienced agents. Armed with 
the information these sessions provide, the Kansas 


City Life agent finds himself better qualified 
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SOMPANY 


Kansas City, Missouri 





Represented in 41 States and the District of Columbia 
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know our managerial appointees by, 

ter, use better selection, and we w § ce! 
get better selection when we raise oy uc « 
own crop.” Citing results found in, (CONT 
recent study of 100 companies cove.fiess, “Wie 
ing a two-year period, he said gener what of th: 
agency companies go outside to gefnewals that 
their agency heads more than ma, can take tl 
agerial companies do; smaller cop, life insuran 
panies do it more than large ones, an} Mr. Samn 
U.S. companies more than Canadian figy-now-anc 
but all groups go outside more tha the opposite 





one would think wise or necessary, [ypich says 
“My thesis is not the impractj 
one that this should stop,” he = Not Comple' 


“We must realize that it is necessary}, | He was al 


; some instances, that it is going 4}wal funds | 


happen anyway in others. The numbefiife agent, 
of agencies has been expanding ayjwill cancel 
some appointees lacked the experien, |who sells 1 
and ability they should have had. fy. fout that in 
pansion will continue. All companig fof mutual 
have need of managerial manpowe |sessed, and 


_ We must raise more of our own, if f}oility of life 


no other reason than to reduce cog fis the only 
Both the company and the unqualifig|nave never 
appointee have costs, which are ofte}1%. Even in 
catastrophic for the manager if he fails } jife insuranc 


Means Management Development : gel aa 


“This means management develop. All they 
ment programs. You begin by finding aabone 
the selection candidate in your ow ed ’ 


© 


c 





| field force. Now that you have hin} tp his tall 


what do you do with him? You cy 
certainly use all or parts of the LIAMA 
Management Development Program 
but there should be something all yor} 
own in addition. It may be just yoy 
own personal interest and encourage. be 
ment.” | 
Mr. Wood said the big weakness inf)” 
the business is training and supervision | | 
and to remedy this requires a differen 
allocation of time to the training ay 
supervision job by managers. He sai 
the real challenge to the home offic: 
is to bring this change about, through 
leadership or legislation, but. that it 
must be done. : 
“Ten years from today life insurance 
sales should be up between one-fourth 
and one-half,” said Mr. Wood. “This 
assumes that we have the sales ott 
lets. The additional sales outlets wil 
come a little harder because of thf} 
changing age distribution. This mean} | 
that we absolutely must keep more a 
our managerial appointees.” y 
LIAMA’s Management Development 
Program is almost in full operation, 
and every company can use and al: 
ready is using some of this program, 
while others will use it all. However, 
the program is not intended to elimin- 
ate all effort by the individual com- 
pany, but rather tc make it possible 
and practicable for every company to 
have a management development pro- 
gram, using LIAMA’s to the extentjle a Wi 
desirable. Even if a company uses al Anbition i 
of the LIAMA program, it still mut] “™04on 1s 
have its own over-all plan, in which asistance wv 
LIAMA’s fits. The entire responsibility and coopera 
can’t be delegated. contributing 
Reviewing life insurance activities | Even during 
world-wide, Mr. Wood said the institv-} this policy « 
tion of life insurance may be far mot § of g growing 
greater with 
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important to the world than has bea 
generally believed because “democrat 
is impossible without a ixiddle clas 
and life insurance is necessary for the 
existence of a middle class.” 


MANAGEMENT 
A CONSULTANTS 


EW POS 
being « 
Salaried S 
and General | 

















O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 

Established 1945 
220-02 Hempstead Avenus 
QUEENS VILLAGE 29, NEW YORK 













Ty . 
N ation 

















26, 1 mbe 26, 1960 






tees bet, oe 20° 
~e wl Syccess Patterns Told At Corpus Christi 
Ind ies (CONTINUED FROM PAGE 2) president and superintendent of agen- 


cies of Lamar Life, said that an elec- 
tronic computer may be able to calcu- 
late from the age, income and number 
of dependents the amount of insurance 
a man may need, but it will never sell 
insurance. These machines have no 
sales skill nor conviction of the value 


S COvenness. “Who controls your business? 
1 Senemfwhat of the renewals? It is your re- 
> to gufjewals that give you security. Nothing 
an Manfican take the place of the dedicated 
€r com, }iife insurance man,” he declared. 

nes, ay} Mr. Sammons was critical of the en- 
anadiay .w.now-and-pay-later philosophy. Just 





ore tha fie opposite is true in life insurance of the product. a 

sary, fyhich says pay now and enjoy later. The individuality of successful 
Practica | 4g Completely Sold 

he sag ft COMP Nov. Manager's Handbook 


He was also not entirely sold on mu- 
going tf wal funds as a sales adjunct for the 
tite agent, noting that his company 
will cancel the contract of any agent 
who sells mutual funds. He pointed 
out that in case of disaster the owner 
of mutual fund a— may A - 
a and touching upon the sta- 
es _ of life insurance, he said that it 
CE costs fis the only industry in which people 
qualifigfhave never lost more than one-half of 
Ire often} 1%. Even in hard times people still buy 
he fails | life insurance. , 
When agents are in a slump, they 
must get up and do something about 
develop.], All they need is a funnybone, a 
y finding wishbone, and a backbone, he de- 
Our’ Wt J clared. 
ave hin} In his talk, Brice F. McEuen, vice- 
You cay 
» LIAMA 
Program, 
all your 
ust your 
courage. 


Is Devoted To Recruiting 

The November issue of Manager’s 
Handbook, published by LIAMA, is de- 
voted exclusively to recruiting in 
1961. This is the first time that a com- 
plete issue of the handbook has been 
slanted to one particular area of the 
manager’s job. 

A feature of the issue is a revised 
edition of “Career Underwriting—A 
Life Work,” a 24-page career presenta- 
tion booklet. The issue also contains a 
symposium of recruiting letters and 
hints on follow-up letters, as well as 
sample interviews to be used with the 
candidate and his wife. It also stresses 
the need for painting an objective pic- 
ture to the potential recruit. 
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; with the right opportunity”’ 


‘ll mus Ambition is not enough, we must have the right opportunity and friendly 
1 which | “Sistance when it is needed. We believe the warm spirit of friendliness 
nsibiliy | Md cooperation NFL maintains with field associates is one main factor 

contributing to National Fidelity Life’s 44-year record of achievement. 
ictivitis | Even during our present period of accelerated expansion, NFL continues 
insti this policy of personal assistance we consider basic to the development 
ar mot of a growing, dynamic organization. Your opportunity for success may be 





a a greater with NFL, where we help each other attain our personal goals. 
lle class EW POSITIONS are | joes LINE that gives IBERAL CONTRACTS 
for the being created for unlimited flexibility in offering you top com- 


missions, salaries, bonuses, 
and expenses. 


Salaried Supervisors 
and General Agents. 


Life, Group, A&H, both 
Par and Non-Par. 


Remember, NFL cares about you and 
your future— move forward with NFL 


Write: Vice President Kemp W. Wood 


In response to many requests, we have made available 8” x 10” re- 
productions of the photograph illustrating this ad. Just write us, on 













your letterhead, no charge, of course. 





One of the Nation’s Strongest by Any Standard of Comparison 
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agents was emphasized by Paul H. 
Rosamond, New York Life, Dallas, who 
urged his listeners to adapt ideas to 
their own personalities rather than 
adopting them in toto. He discussed 
approaches, asserting that he makes 
his on some specific need. A good ap- 
proach is based upon prospecting, he 
said, and among good prospects are 
those who are uninsurable but who 
may be interested in policies which 
guarantee insurability for sons or 
grandchildren. 

Mr. Rosamond said that slumps are 
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always mental and he suggested that 
“instead of complaining of the thorns 
around a rose, be thankful that there 
is a beautiful rose surrounded by the 
thorns.” 

David D. East, assistant vice-presi- 
dent and agency director Occidental 
Life of North Carolina,. urged agents 
to return to the basic fundamentals of 
life insurance and the sale of cash 
values. Every man wants to accumu- 
late property, he said, and agents 
should avoid downgrading cash life in- 
surance, because that is property. 





“Tenth anniversary 
today, Al. 

We sure owe 

Our reinsurer a 


thanks !” 


“| agree, Vic. North American Re- 
assurance has joined in building 
our assets and ‘in force’ in so many 
ways.” 


“‘Right—and in some ways you’d 
never think of.”’ 


“Like the way their advice helped 
stabilize the persistency level of 
our ordinary life business... and 
how their advice on policy loans has 
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turned out to be sound from both 
the financial and public relations 
angles.”’ 


‘‘More than that—they deserve a 
lot of credit for the efficiency of our 
data processing, and the economy 
of our company car expense and 
rental procedure.”’ 


‘And what | like most is their at- 
titude. They’re always willing to 
help, whether from headquarters or 
their regional offices. They really 
rate our thanks.” 


“You bet... they help 
keep this life company 
lively!” 


Two excellent descriptions of services available from life reinsurers are 
yours for the asking. One is an article on life reinsurance services in 
general, by Assistant Vice President Burtt D. Dutcher of North American 
Re, and the other our own booklet outlining the services of North Ameri- 
can Rein particular, called “Reinsurance Exclusively." Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


GROUP 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Putting College Financing Up To Dad 


College financing plans backed by 
life insurance, such as those origi- 
nated by Home Life of New York and 
more recently by Prudential, are an 
encouraging sign that a major prob- 
lem is getting some realistic solutions. 

True, a “counsel of perfection” 
would have Papa buying an educa- 
tional endowment policy the minute a 
new baby is born, and then paying for 
college costs over the next 18 years 
in easy installments. In practice, 
though, it’s difficult to get started that 
early. In fact, until a youngster is 
close to getting started in high school 
and has to decide whether to take 
college preparatory work or less aca- 
demic subjects, it’s altogether toc easy 
to keep postponing the start of any 
kind of organized saving program for 
college expenses. 

What we like about such plans as 
Home Life’s and Prudential’s is that 
they are both practical and semi- 
compulsory and, best of all, they of- 
fer a hard-to-duck alternative to put- 
ting the same amount of money each 
month into something far less worthy, 
such as a new car or a fancier home. 

The sad fact is that by the time the 
typical parent faces that fact that 
Junior is going to be ready for col- 
lege in half a dozen years or less, the 
financing problem is so staggering that 
Dad is likely to try to put it out of his 
mind, knowing of no practical expedi- 
ent that will help him with the cost. 
But when someone offers a plan that 
will enable him to budget the cost on 
a monthly basis—even if it’s pretty 
substantial—and let him continue pay- 
ing even after graduation, then there’s 
no excuse for further delay in tack- 
ling the problem. 

These organized plans that permit 
some of the payment to be made in 
the years following graduation con- 
front the family head not with a 
vague, nightmarish problem too vast 
for him to cope with. Instead he is 
offered a plan that may be tough but 
is at least workable. We believe that 
in these circumstances, when faced 
with putting $50, $80, or $100 a month 
into a new car on the one hand or 
putting a like amount into financing 


a future college education, the typical 
parent will make the right choice. It’s 
surprising how many present posses- 
sions can be forced to “make do” 
when new and better ones can be 
bought only by using money that 
should go toward paying for a young- 
ster’s college education. 

But the sharper the choice, the more 
chance the decision has of being the 
right one. When college expenses are 
just something way off there in the 
future, it’s easy to buy the new car or 
the bigger house. But when dad knows 
that the $65.88 a month installment 
on a new car means rejecting a $60- 
a-month plan for building up an edu- 
cation fund, it is—or should be—a dif- 
ferent matter.—R. B. M. 





Personals 


R. Radcliffe Massey, vice-president 
in charge of the John Hancock ordi- 
nary agencies department, is recover- 
ing from surgery and will be away 
from his desk for several weeks. 


Oren D. Pritchard, 2nd _ vice-presi- 
dent of Union Central Life, expects to 
be back at his office on a regular 
basis soon. He has been convalescing 
from an operation. 


Sherwin C. Badger, financial vice- 
president and a director of New Eng- 
land Life, has been elected chairman 
of the New England Conservatory of 
Music. 


J. R. Townsend Jr., Indianapolis gen- 
eral agent of Equitable of Iowa, has 
been reelected to the Indiana senate 
for his second four-year term. He also 
served one term in the lower house. 
Mr. Townsend headed the senate in- 
surance committee in the last session 
of the legislature, and during his term 
also has headed two joint committees, 
one that studied hospitalization insur- 
ance and, currently, an “Insurance 
Study Commission,” which will make 
recommendations to the new legisla- 
ture in January for reforms in insur- 
ance laws and insurance department 
procedure. 


Deaths 


WILLIAM J. DAWSON, South Da- 
kota commissioner since July, 1959, 
died last week. He served as commis- 
sioner 24 years ago and was appointed 
last year to replace Donald E. Mit- 
chell. It is reported that Mr. Dawson’s 
successor is Randolph Bagby of Pierre, 
who has a finance company and bank- 
ing background. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Nov. 22, 1960 





























Bid Asked 

$ $ 
Aetna Life 8534 88% 
American General 2... 2934 32% 
Beneficial Standard ...........cccceee 14% 16% 
Business Men's Assurance .......... 38% 41 
Cal.-Western States ........c:ccceeeee 4542 49 
Commonwealth Life ..... 19% 21 
Connecticut General ......... 396 405 
Continental Assurance .... 157 164 
Franklin Life  ......c.sces.c0s00.-s 644%2 67% 
Great Southern Life .................... 66354 71 
Gulf Life 18% 20 
Jefferson Standard. ............ccee 43% 46 
Liberty National Life .... 58 6134 
Life & Casualty .............. 164% 18 
Life of Virginia .............. 5234 56 
Lincoln National Life .. 214 222 
National L. & A. ............ 10542 1091 
North American, II. 13 1412 
I Ie IO eiciccciectnnssctemnssasctinnes 35 3812 
COUR TAS IO cvcscccenecsencesssvareseseponsisees 5742 «64 
Old Republic Life ........... 17 1834 
Republic National Life . 32% 35% 
Southland Life ............ 80% 86 
Southwestern Life 4834 53% 
Travelers 8842 91% 
I sasccecsetssececinesestenetorsienrerpess 28% 3034 
U. S. Life 41% 44 
Washington National ...... 42% 46% 
Wisconsin National Life ..... 2734 «30% 
LAA Gotham Group To Hear 


Engelsman And Josephson 


NEW YORK—The Gotham Group 
of Life Insurance Advertisers Assn. 
will have as speakers at its Dec. 7 
luncheon meeting, Ralph G. Engels- 
man, New York City sales consultant 
and lecturer on life insurance, and 
Halsey D. Josephson, New York City 
general agent for Connecticut Mutual 
Life. They are co-editors of the fort- 
nightly publication “Probe.” 

The meeting will be at Keen’s Chop 
House, 72 West 36th Street. 


The next meeting of Indiana Home 
Office Underwriters Assn. will be Dec. 
7 at the home office of American 
United Life in Indianapolis. 





The National Weekly Newspaper 
of Life and A&S Inaurance 


EDITORIAL OFFICE 
17 John St., New York 38, N. Y. 

Tel. BEekman 3-3958 TWX NY 1-3080 
Robert B. Mitchell, Executive Editor 
William Macfarlane and Jud Higgins, 
Assistant Editors 
CHICAGO EDITORIAL OFFICE 
175 W. Jackson Blvd., Chicago 4, Ill. 
Tel. WAbash 2-2704 TWX CG 654 
John C. Burridge, Associate Editor 
Richard G. Ebel, William Faltvsek and 
k. R. Cr d Assistant Editors 








Marjorie Freed (production) and 
Barbara Swisher. Editorial Assistants 


THE NATIONAL UNDERWRITER 
@ 


Published by 
The National Underwriter Co. 


OFFICERS 
John Z. Herschede, President 
Louis H. Martin, Vice-President 
Kenneth O. Force, Vice-President 
H. P. Gravengaard, Vice-President 
Robert B. Mitchell, Vice-President 
George C. Roeding, Vice-President 
James C. O’Connor, Secretary 
Joseph T. Maloney, Treasurer 
ADVERTISING OFFICE 
175 W. Jackson Blvd., Chicago 4, Il. 
Tei. WAbash 2-2704 TWX CG 654 
Raymond J. O'Brien. Advertising Manager 








SUBSCRIPTIONS: 420 E. Fourth St., Cincinnati 2. $7.50 per year ‘3 years, $20); Canada $8.50 
per year (3 years, $23); Foreign $9 per year (3 years, $24.50). 30 cents per copy. back copies 
50 cents. CHANGE OF ADDRESS: Enclose mailing wrapper and Post Office form 3579 with 
new address, and allow three weeks for completion of the change 


BUSINESS OFFICE 


420 E. Fourth St., Cincinnati 2, Ohio 
Charles P. Woods, Sales Director 
REGIONAL SALES MANAGERS 

Fred Baker. Atlanta 
Paul Blesi, Cleveland 
Ronald Bova, Denver 
Alfred E. Cadis, Dallas 
David Chap Des Moi 
Dana L. Davis, Boston 
James E. McSurely Jr., New York 
William J. Gessing, Detroit 
Clarence W. Hammel, New York 
Roy H. Lang, Boston 
Howard J. Meyer, Minneapolis 
Raymond W. Rieke Jr., Los Angeles 
William D. O’Connell, Chicago 
George C. Roeding, Cincinnati 
A. J. Wheeler, Chicago 
Robert J. Wieghaus, Chicago 
George E. Wohlgemuth. St. Louis 
Robert I. Zoll, Philadelphia 




















November 26, 
























0 mper 
H in . iculal 
Aid For Financed = "=: 
erstood arc 
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Annuity Decision = f=< » 
y jnsurance¢ 
WASHINGTON — The  Supregpize them ta: 
Court has decided that the finang AALU re 
annuity in the Knetsch case shgj&i single-pr 
be denied the interest deduction ony view to ‘ 
ground that the transaction had gh) any case 
purpose beyond making a tax projfihe Knetsch | 
yet the court’s opinion contains jaf) clients tl 
guage that should be helpful to gjimited to “ 
fending the tax deduction for sghich financ 
nanced life insurance, according fing ishable; 
Silverstein & Sherman, counse] agext major ¢ 
executive directors of Assn. of 4igst deduction 
vanced Life Underwriters. ongress, Wh 
The taxpayer took his case to tym be help! 
Supreme Court after losing in sry legislativ 
U. S. district court and the court @rthe interes 
appeals. After saying “it is patent th 
there was nothing of substance to Wysiness I 
realized by Knetsch from his tray ty 
action beyond a tax deduction,” {yp0sy Will 
Supreme Court opinion said: “Thera ooklyn y 
may well be single premium annuit 
arrangements with non-tax substang The three 
which create an ‘indebtedness’ for spies confere 
purposes of section 23(b) of the jgqpranch of Ne 
code and section 163(a) of the 1ggriters Assn., 
code. But this one is a sham.” J around 
Here is the comment of SilversfeggBusiness Ins 
& Sherman, quoted from a_ speqgpeeting will | 
bulletin to AALU members: pom of the | 
“Note that the next-to-last gj The speaker 
tence of the above quotation admig Mutual 
that single premium annuity arrangepScuss the b 
ments may have non-tax  substancejlueger, Nor 
This language can be _particularypil review ne 
helpful in the future to combat Re.gestion, and 
enue contentions that interest bg-pto will tell h 


rowed to finance life insurance is nop. Myron B. 1] 
deductible. The court admits that sin-pilé, Is geners 
gle premium situations may _havgram 

validity. A fortiori, interest borrowel 
to finance periodic premium payment, Y, C, Life 
should be within the gamut of situ§, Blak 
tions that have tax substance. In aijpear DIAKE 
ition, by allowing the possibility df the speaker 
valid single premium annuity arrangefhesting of Ne 
ments, the court is generating a stron 
basis for the non-tax substance of ir. 





surance arrangements’ which ser 
purposes of after-death family prote. 
surance arrangements’ which seri 


purposes of after-death family protec 
tion.” 

After discussing several other poin 
in the majority opinion, the AALI 
bulletin quotes this statement from 
Justice Douglas’s minority opinion} 
“To disallow the ‘interest’ deductio 
because the annuity device was devoil 
of commercial substance is to draw 
line which will affect a host of situ 
tions not now before us and which, 
with all deference, I do not think we 
can maintain when other cases reath 
here.” 

Says the AALU bulletin: “If te 
minority is correct concerning th 
broad scope of the opinion, financed 
insurance may expect a bumpy future. 
However, your AALU counsel believe. 
as does the minority, that even if the 
Supreme Court opinion does have fa 
reaching effect, such effect cannot 
maintained when other cases reach the 
court. The difficulty arises when at 
if the Revenue Service and _ lowe 
courts attempt to expand the Knetsti 
rationale. Distorted applications “ 
Knetsch may occur in the futut 
However, such distortions should 0 
be expected to prevail.” : 

The bulletin also notes that the ds 
senting opinion was particularly min 
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ful of the possibility that the major prorectior 
was engaging in “judicial legislatit 1895 
The bulletin quotes this from > 
minority opinion: “Evils or abuses@ . 
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particularized by Congress. We deal 
with ‘interest? as commonly un- 
tood and as used across the board 
myriad transactions. Since these 
ctions were real and legitimate 
the insurance world and were con- 
ated within the limits allowed 
y insurance policies, I would recog- 
ie them tax-wise.” 
AALU recommends (1) reviewing 
single-premium annuity cases with 
yiew to discontinuing the annuity 
any case that seems susceptible to 
e Knetsch rationale; (2) pointing out 
clients that the Knetsch case is 
ited to “sham” transactions, from 
hich financed insurance is easily dis- 
ishable; (3) anticipating that the 
+ major development in the inter- 
deduction area will be in the next 
ngress, Where the Knetsch decision 
be helpful in combating a Treas- 
legislative effort to restrict furth- 
the interest deduction. 


iness Ineusence Made 
Will Be Theme Of 
klyn Agents Meeting 


IThe three speakers at the annual 


conference of the Brooklyn 
ch of New York City Life Under- 
itrs Assn., Dec. 1, will build their 
around the conference theme, 
wsiness Insurance Made Easy.”’ The 
ting will be held at the Colonnade 
of the Hotel St. George. 
The speakers will be Victor R. Gold- 


uferg, Mutual Benefit Life, who will 


the business buy-out; Harry 

er, Northwestern Mutual, who 
ilreview new ideas in deferred com- 
tion, and Emil Post, Aetna Life, 


' ho will tell how to close sales. 


Myron B. Rosenberg, . Metropolitan 
fe, is general chairman of the pro- 


LY. C. Life Managers To 
Blake T. Newton 


The speaker at the annual election 
eeting of New York City Life Man- 


LIFE INSURANCE EDITION 


agers Assn. will be Blake T. Newton 
Jr., executive vice-president of In- 
stitute of Life Insurance. The meeting 
is scheduled for Dec. 1, in College 
Hall, the Hotel Astor. 

Mr. Newton’s talk, which was orig- 
inally delivered at the agency section 
of the annual meeting of American 
Life Convention in October, is titled 
“Pride and Productivity.” 

E. Lloyd Mallon, Massachusetts Mu- 
tual, is program chairman. Election of 
the association’s officers and directors 
will take place at this meeting. 


To Discuss Insurers Legal 
Units For LOMA Graduates 


John G. Kelly, vice-president and 
general counsel, will explain the work- 
ings of a life insurance company’s le- 
gal department in his speech at a din- 
ner of Society of LOMA Graduates, 
the association of fellows and asso- 
ciates of Life Office Management 
Assn. Institute. 

The dinner will be held at Mutual 
of New York’s home office on Dec. 1. 


North American Life Of 


Toronto Reduces Premiums 

North American Life of Toronto has 
reduced premiums for policies of $5,000 
and over on standard permanent plans. 
Reduced rates also apply to Preferred 
Income Protection and Guaranteed 
Life Income with Assurance policies of 
$10,000 and over and to Junior Estate 
policies of $2,000 initial amount and 
over. 

An additional amount bracket has 
been introduced for all permanent 
plans. All such plans now have a fur- 
ther premium reduction for policies of 
$50,000 and over. 


Homesteaders Life reports new busi- 
ness during October was 60.2% over 
the same period a year ago. Issued 
and paid for business for the first 10 
months shows a gain of 24.3% over 
the corresponding period a year ago. 





ce of in 
wh  servy 
y protec. 
sh servd 
y protec 


er pointy 


Jeductioy 
as devoid 
y draw # 
of situa. 
I which. 
think we 
es reac 


“lf the 
ring the 
financed 
y future. 
- believe, 
on if the 
have far 
annot be 
each the 
hen and 
d lower 
Knetsct 
ions 

future. 
yuld net 


the dis 
y mint: 





majority 
slatit 
om 
1ses ( 


Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 





This Policy is Non-Ca 
without Increase_in_Premi 
the Consent of the Company, 


INSURANCE 


L 
during which time the Company 


1 To cancel this policy 


* 


and to the provisions of Part 1X of this policy. 


After the Insured bas a 


ncellable by the Company a 
ium to Age Sixty-five ©! d 
is Renewable Beyond Age Sixty-five. 


LOYAL PROTECTIVE LIFE 


BOSTON, MASSACHUSETTS 
A Stock Company Incorporated Under the Laws of Massachusetts 


NON-CANCELLABLE AND GUARANTEED R! 
‘The Insured shall have the to maintala ie 


nd Guaranteed Renewable 
f the Insured and, with 






COMPANY 







ABLE TO AGE SIXTY-FIVE = 
i in force until the premium due date next following age #s1Y" ve 
¢ without the conseat of the 


ENEW. 


ttained age sixty-Cive be may continue t0 





* This guarantees the other guarantees ! 
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Expansion program provides openings for qualified General Agents in selected areas. 
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R. L. Maclellan, 
president of Provi- 
dent Life & Acci- 
dent, right, con- 
gratulates L.N. 
Webb, executive 
vice-president, fol- 
lowing the presen- 
tation to Mr. Webb 
of a diamond-cen- 
tered 50-year ser- 
vice pin. Only one 
other person has 
received the award 
for a half-century 
of continuous ser- 
vice with Provi- 
dent, and that was 
the company’s for- 
mer chairman, the 
late R. J. Maclel- 





tan. Ceremony was held in the company’s cafeteria following a luncheon 


honoring Mr. Webb. 
Nw Life Reports Good 10 Months 
Northwestern Life reports October 
life sales exceeded $2 million, a com- 
pany record. Issued and paid for life 
during the first 10 months exceeded 
$31 million, a 35% increase over the 
same period last year. 


A.A.L. Grant To Student Center 

Aid Assn. for Lutherans has made a 
$1,000 grant to the Lutheran student 
center which serves Western Michigan 
University and Kalamazoo College. 
The grant is the 15th to be made by 
the fraternal to student centers. 
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ORGANIZED ACTIVITY 


for Nalac field underwriters 

centers around the yearly Planning and 
Auditing Guide. Another good 
example of how North American sets 
the stage for Confident Selling. 
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NORTH AMERICAN 


e SICKNESS - ACCIDENT - GROUP 


HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SKoGLunD, President 
J. E. SCHOLEFIELD, C.L.U., Vice President, Director of Agencies 


Over $900 Millions of Life in force. 


Continental American Life 

William Schur has been appointed 
general agent at New York, to succeed 
J. Robert Lauer, who has resigned. 
Mr. Schur has been assistant general 
agent with the Josephson agency of 


HeNATIONAL UNDERWRITER 


Changes In The Field 


Connecticut Mutual Life. He is a CLU 
and a 1959 Million Dollar Round Table 
qualifier. 

' Walter J. Vogel becomes general 
agent at Hartford, where he has been 
a supervisor for Mutual Benefit Life. 








program. 


WALTER H. HUEHL, President 


Iudianapolts Mi, Cc 


INSU 


\ Mutual Company 
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AGENCY OPPORTUNITIES in Colo., Conn., Fla., Ill., Ind., ta., Ky., Mich., Minn., Mo., Neb., N.D., Ohio, S.D., Tenn., Tex., Wis. 


@ A complete new line of low cost life insurance 
policies featuring graded premiums and lower rates 
for women. Commercial, Guaranteed Renewable, 
Non-Cancellable Accident and Sickness policies. 
Liberal Check-O-Matic. 

@ Substantial training tools, including career compen- 
sation, production incentive plans, excellent training 


@ Liberal commissions, training allowance, lifetime service 
fees, Group Life, Hospitalization and Major Medical, non- 
contributory pension. 


Company's 55-year record is unexcelled in quality and service. 
ARNOLD BERG, C.L.U., Agency Vice President 


‘Founded 1905 - 


| 











COMPANY 


Indianapolis 7 Indiana 








He is a past president of Hartford Life 
Underwriters Assn. and of Hartford 
Life Supervisors Assn., and is a life 
member of Life Leaders Round Table 
of Connecticut and a director of Con- 
necticut Life Underwriters Assn. 


Bankers Of lowa 


Joseph F. Nally 
Jr. has joined the 
company as re- 
gional group man- 
ager of a new of- 
fice at Philadel- 
phia. 





J. F. Nally Jr. 


Aetna Life 


S. R. Coffin, general agent at Long 
Beach, Cal., has been transferred to 
Detroit, where he becomes co-general 
agent with F. E. McMahon, who has 
headed the agency there since 1943. 
Mr. Coffin, a CLU, joined Aetna Life 
in 1947 and later became supervisor 
at Hartford. He is a member of Million 
Dollar Round Table and past president 
of Long Beach Life Underwriters Assn. 


Union Mutual Life 


D. T. Cowles, associate manager at 
Boston, has been appointed general 
agent there to succeed the late J. M. 
Voss. A CLU, Mr. Cowles was an agent 
with New England Life. 


Connecticut General Life 


Appointed brokerage consultants are 
J. C. Cleary, at the Hartford branch 
office; R. E. Crankshaw, at the Broad- 
way agency in New York; W. H. Lewis, 
at the Boston brokerage office; R. C. 
Lohmeyer, at the John Street agency 
in New York; D. E. McLerran, at the 











SELLING FOR 


That’s the reason you 
require the best material 
available to make sales fast 
—with ease. National Cas- 
ualty’s sales aids fill the bill. 
National’s representatives 
use the most modern 
methods in offering the 
finest in Disability Income, 
Hospital and Surgical 
coverages for the Individual, 
Family, Franchise or 

True Group case. 


Guaranteed Renewable Policies 
Available! 


DETROIT 26, 
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KEEPS? SURE YOU ARE! 


Hospital and ery now available. Write 
*surgical ne" 65 today for full particu- 
otection to Age °° lars— Address: Acci- 

Pr hy paument dent & Health Div., 

premium ( a National Casualty 


ry COMPAN*®: 


Establish and build 
your own Direct Agen- 
cy—highly attractive 
agency appointments 
in select territories 


ae ane a: 










Company, Detroit 26, 
Michigan. 











REMEMBER—IT'S 
EASIEST TO SELL 
THE BEST! 
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Atlanta brokerage office; D. G. p, 
at the Pittsburgh brokerage off, 
M. J. Schmidt, at the Chicag> b 
age office, and L. H. Spear, at, 
Westchester, N. Y., branch office, 


Occidental Of Californig 
Oliver H. Ewing has been appojn, 


general agent at Casper, Wyo, J George ) 

T. Harrold Boone is new general aged ger, gnd vic 

at Macon, Ga. Mr. Ewing has fg ident in the 

district manager at Casper for Jefe] ales depa 

son Standard and before that he has been pl 

with Metropolitan Life. Mr. Boone}, charge of th 

had experience with Mutual Benesd joj and 

Life, Gulf Life and Northwestern y, administrat 

tual. 

partment. 1 

Prudential laa 

group man 

Cortlandt L. Olson has been 4 shreveport, 





pointed staff manager of the Offi; 










Sie : ant manag 
district agency at Minneapolis. He }, field operat 
been a district agent at Minneapgj the group ¢ 

° ° ° istar 
Fidelity Mutual Life | °° 

A. J. Meier Jr. has been appoints Ky 
general agent at St. Louis to sucea, Ernest H. 
William King, who has retired, 5 dent, has re 
will continue in personal productig, decision is d 

sue certain 
the pr 





kman, \ 





William Pi 























A. Jay Meier 


Mr. Meier is a member of the 1959 an 
1960 Million Dollar Round Table a 
was formerly with John Hancock # 
St. Louis. 

Mr. King, who has been with Pn- 
dential and Mutual Benefit Life, is; 
former president of St. Louis Life Un- 
derwriters Assn., Missouri Life 
derwriters Assn., the St. Louis cui 
chapter and St. Louis Life In: 
& Trust Council. 


Jefferson National 
New general agents in Michigan 
Marvin Madgy at Detroit and 
H. Ludlow at Lansing. 


Companion Life 
Adam Bachmann Jr. has been a 
pointed manager of a new agency 4 
Buffalo. 


Life Of Virginia 

E. L. Solada, associate manager 
the Indianapolis district office #1, 
been named manager at Muncie, 


CENTRAL AMERICAN of 
Tex., has appointed I. J. Smith 
manager of a new agency at Amarillo 
He has been with National L&A. 
Fidelity Union Life. J 
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“Forand-type legislation” was ds 
cussed by Prof. John R. Schenken 



























the University of Nebraska at the Econ-0- 
vember meeting of Omaha Ass. Econ-0-P 
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Pilot Life 


, ay George M. Hi- 
eral age ger, 2nd vice-pres- 
has feef ident in the group 
for Jette] sales department, 
at he wal pas been placed in 
Boone }; charge of the group 
al Beni jaims and group 
stern Myj administration de- 
ent. He has 
peen resident 
goup manager at 
been alcpreveport, assist- 
he Ortie@ nt manager for 
1s. He ha geld operations in 
Inneapolif the group division 
and assistant vice-president. 







George M. Hider 


ife 
appointe Ky. Central L.&A. 
© succeed grnest H. Speckman Jr., vice-presi- 






tired, b dent, has resigned. He announced his 
Toductio} decision is due to his “inability to pur- 
ue certain policies recently adopted 
the present management.” Mr. 
an, whose plans are indefinite, 
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LEADERS 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A & H and H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 
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“It’s not my fault he lost another hot prospect because his 
competitor has Anico’s line of competitive policies and 
unique specials!” 


OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, 
BROKERS AND SPECIAL BROKERS 


Inquiries about these or other open- 
ings for those with special qualifi- 
cations and experience will receive 
prompt attention and answer. For in- 
formation address: COORDINATOR 
OF SALES 


LE 
AMERICAN NATIONAL 
INSURANCE COMPANY 


LIFE INSURANCE EDITION 


Home Office Changes 


joined Kentucky Central in 1938 and 
has been debit agent, staff manager, 
district manager, manager of the or- 
dinary life department, director policy- 
holder service, director and vice-presi- 
dent. 


Massachusetts Mutual Life 


E. P. Bennett Jr., superintendent of 
mortgage loans, has been promoted to 
2nd vice-president. 

A. D. Graham and E. S. Nelmes, as- 
sistant superintendents of mortgage 
loans, have been named superinten- 
dents of mortgage loans. 

Dwight Webb Jr., assistant superin- 
tendent of mortgage loans, has been 
promoted to associate superintendent 
of mortgage loans. 


Metropolitan Life 
Charles E. Phillips, manager at Wor- 
cester, Mass., has been appointed ex- 
ecutive assistant to A. Rogers Maynard, 
2nd vice-president in the field man- 


Nek so SALESMAN’S GIRL-FRIDAY 




















GALVESTON, TEXAS 


OVER 5 BILLIONS OF 


INSURANCE IN FORCE 








agement division. Mr. Phillips, a CLU, 
has been assistant manager at Spring- 
field; field training instructor, field 
training supervisor and staff super- 
visor in the field training division; and 
manager at Newport, R. I. 


Indianapolis Life 
Charles L. Rouse, vice-president and 
secretary, has retired after more than 
45 years with the company. He joined 
Indianapolis Life in 1915—10 years 





C. L. Rouse C. F. Brewer 


after it was organized—and became 
cashier in 1927, a director in 1943 and 
vice-president and secretary in 1949. 
He will continue as a board member. 
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Charles F. Brewer, with the company 
since 1935 and treasurer since 1955, 
replaces Mr. Rouse. Claude H. Mathews, 
financial vice-president since 1956, has 
been named vice-president and treas- 





C. H. Mathews Doyle Zaring 


urer, and Doyle Zaring, manager of 
agencies since 1949, has been appointed 
2nd vice-president in addition to his 
present duties. 


Georgia International Life 
G. C. McMurchy has been appointed 
superintendent of agencies. He has 
been general agent at Kansas City for 
Lincoln National Life and was assist- 





Happy bunch of customers 


for Valley Forge Life’s 


“JUVENILE SPECIAL‘ 


A $100 “Juvenile Special” Life insurance policy 
automatically increases to $5000 at age 21. But 


the low “Juvenile” 


premium never changes, and the 


policy is fully paid at 65. This is only one of many 
attractive programs available to life and health 
agents. For details, write VALLEY FORGE LIFE 
INSURANCE COMPANY, Reading, Pa. Member of 


the American Casualty Group. 





IN THESE STATES: Alabama, California, Delaware, District of Columbia, Florida, Georgia, 
Idaho, lilinois, Lovisiana, Maine, Maryland, Michigan, Minnesota, New Jersey, North Car- 
olina, Ohio, Pennsylvania, Tennessee, Texas, Utah, Virginia, West Virginia and Wisconsin 
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HeNATIONAL UNDERWRITER 





WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION 
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country. 


opportunities are available. 
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NOVEL 
MANAGEMENT CAREERS 
AVAILABLE 


Nation's largest life company specializing in developing business from general lines 
and surplus writers seeks top grade men to be brokerage supervisors in its newly 
created management training program. Full facilities including Group, Pension and 
Individucl Health have earned it the rank of Number | brokerage company in the 


This program is best suited to men under 40 with a successful record as producers or 
supervisors who feel stymied or unrewarded. For such men, a 


ber of t 








urate with each man's ability and desire for 





Earnings and adv t are c 


success. 


Please send a complete summary of personal background and life insurance experience. 


Openings are available in the following cities 


CHICAGO INDIANAPOLIS MINNEAPOUS-ST. PAUL 
CLEVELAND KANSAS CITY OKLAHOMA CITY 
RALLAS UTTLE ROCK OMAHA 

DETROIT LOUISVILLE PITTSBURGH 

GRAND RAPIDS MEMPHIS ST. LOUIS 

HOUSTON MILWAUKEE WICHITA 


Our men know of these positions. 
Write Bex U-58, National Underwriter, 175 W. Jackson Bivd., Chicago 4, linois 








own branch office. 


ating under your branch. 


guaranteed renewable contracts. 


Most Challenging and Lucrative 
Branch Management Opportunity 
in the Insurance Industry! 


If you’re looking for a management opportunity in insurance selling that pays 
off in direct proportion with your ability to produce—look here! 

(1) We start you with a basic salary of $6,000.00 per year. 

(2) You share substantially in the profits produced by your 


(3) You share in the profits produced by 5 sub-offices oper- 


It all adds up to a yearly income that can put you well up in the five figure a year 
bracket, beginning after the first year you are with the company! And there’s lots of 
room at the top—higher level opportunities with appropriate increases in income 
and responsibility—waiting for the right men! 

Join with a young, vigorous, growing company offering the finest, most extensive 
line of Life, Hospital, Accident and Income policies, including non-cancellable and 


We have a few branch management opportunities available for immedi- 
ate appointment. Write at once with full details age, education, family 
status, experience. Ability to relocate important. Must be able to stand 
thorough reference verification. Replies held in strict confidence. 


Box U-78, National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 








ACTUARY WANTED—Opening for a Fel- 
low of the Actuarial Society. Middle West 
location with a highly successful firm of 
Actuaries and Employee Benefit Consult- 
ants. Profit-Sharing, Pension and all Fringe 
Benefits. Also a chance to acquire part- 
ownership in Company. Experience in this 
field unnecessary. Applicant must not be 
over age 40. Reply to Box U-21, National 
Underwriter, 175 W. Jackson Blvd. Chi- 
cago 4, Illinois. 








PENSION TRUST— 
ADVANCED UNDERWRITING 


Large midwestern life insurance company needs 
an experienced man to handle pension trust and 
advanced underwriting responsibilities as mem- 
per of agency department. 

Must be able to conduct schools, develop 
promotional material, handle correspondence 
and at times render field assistance. 

Please send complete biographical data and 
ecent photograph to Box U-73, National Under- 
writer, 175 W. Jackson Blyd., Chicago 4, Illinois. 





LIFE COMPANY WITH 

UNIQUE PROGRAM IS 

LOOKING FOR AGENCY DIRECTOR 
$12,000 PLUS 


Solidly financed new tife company is looking for 
a thoroughly experienced Po gg | Director to 
add to our Home Office staff. We will assign 
general administrative activities in addition to 


ant manager at Oakland, Cal., for 


Prudential. 
Monarch Life 


R. E. Carr has been elected assistant 
treasurer. He joined the accounting 
department in 1946 and was trans- 
ferred to electronic data processing 
in 1957. 


Praetorian Mutual 
Charles A. Foster Jr. has been 
named to the newly created post of 
assistant secretary. 


Variable Annuity Life 
A. W. Machen Jr. has been elected 
a director. He is a member of the 
Baltimore law firm of Venable, Baet- 
jer & Howard. 


Republic National 


J. Duke Kilgore has been appointed 
assistant director of agency training. 


Bankers National Life 


Theodore L. Arnheiter Jr. has been 
appointed home office general agent 
and James S. Damon regional manager 
of the agency. Mr. Arnheiter has been 
an agent for Travelers at New York 
and before that was with Metropolitan 
Life as methods procedure analyst and 
management counsel. He is a member 





TO OUR NEXT 
DIRECTOR OF AGENCIES 


Somewhere in mid-America there’s 
a Supervisor or Assistant Supt. of 
Agents who will become our Direc- 
tor of Agencies within the year. 
Right now, he’s doing an excellent 
job in recruiting and agency estab- 
lishment, but he’s stymied by lack 
of openings on the next level. 


We need an aggressive and expe- 
rienced man who can help imple- 
ment our plans for agency expan- 
sion. We will pay a substantial 
base salary plus production incen- 
tive. Ours is an established com- 
pany in a midwest metropolitan 
center. 


If you have the qualifications, and 
are ready to move into a job with 
no ceiling, send resume and photo- 
graph to Box U-83, National 
Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








EXPERIENCED ACTUARY 


Ordinary Life experience required. Group Life 
and Accident & Health experience desirable. 
Must be Life Associate or Fellow. Prefer 4 
years’ exp. in Ordinary field in rate and con- 
tract development, filing, IBM procedures, 
underwriting, annual statements. To be Home 
Office executive as second in charge of all 
Life operations, also Group underwriting. Send 
complete resume to Personnel Dept. American 
Casualty Co., Reading, Pa. All replies confi- 
dential. 








recruiting, developing and training of G ! 
Agencies. We are se’ os a unique program of 
Guarantees and Variables (mutual funds). We 
want an aggressive self-starter with life and/or 
mutual funds sales experience. You must travel. 
Excellent starting salary and added c 


MIAMI MANAGER wanted for Agency servicing 
Southern Florida. Branch Office operation owned 
by one of the nation's leading life insurance 





sation in relation to ability, experience and 


panies. Expression of interest should be ac- 
ied lete educational, personal, 
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of Million Dollar Round Table. 
Damon is also a former Travele, 
agent. 

Robert E. Anderson has been ap. 
pointed assistant director of 
sales in the recently expanded 
department. He has been group servic. 
representative and manager of th 
Milwaukee group office of Occidental ¢ 
California. 


AMERICAN LIFE OF DELAWAR 
has named C. D. Williams III associat, 
actuary. A fellow of Society of Acty. 
aries, he has been assistant actuary g 
Life Insurance Assn. and before tha 
was with Prudential. 


APPALACHIAN NATIONAL Lifp 
has appointed E. R. Whaley group 
underwriter in charge of the ney 
group and credit life division. He hg 
been in the group department of 
Provident Life & Accident. 


LONDON LIFE—T. E. Gill, actuary, 
has been appointed vice-president ang 
chief actuary to succeed J. A. Camp. 
bell, who has retired. Mr. Gill was 
president of Canadian Assn. of Acty. 
aries, secretary-treasurer and later 
vice-president of Society of Actuarig 
and is now a governor of the latte 


{||| ACTUARIES 


BOWLES, ANDREWS & TOWNE, Inc, 


ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 4 
ATLANTA NEW YOR 
DALLAS MIAME 























RICHMOND 
PORTLAND 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Son Francisco Denver 


los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


Lansing and Detroit, Michigan 
811 American Bank Blidg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian. St. 5002 Dodge Si. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 








production. Write President, Box U-62, Na- and business ox erience background. Please 
tional Underwriter, 175 West Jackson ‘Bivd., | | Address: Box U.75, National Underwriter, 175 | | ST. LOUIS KANSAS CITY 
Chicago 4, Illinois. W. Jackson Bivd., Chicago 4, Ill. 
CHIEF UNDERWRITER AVAILABLE... SPECIAL 
Assume full charge of Ordinary Life Under- . 
se ; Pig ent 3 We would like to hear from a good company THE 
writing, Substandard Reinsurance, Disability that goes to 1000% mortality and also who HOWARD E. COMPANY 


Income Policy-issuance. I5 yrs. insurance ex- 
perience. 5 yrs. Chief Underwriter. Write Box 
U-74, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 


might write military flying personnel standard 
or nearly so. Box U-84, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 







INCORPORATED 


Consulting Actuaries 
2859 N. MERIDIAN ST. « INDIANAPOLIS 7, IND. 









































November 28, 1960 


organization. R. E. Munroe and M. C. 
ce, associate actuaries, and C. A. 
Naylor, group actuary, have been ap- 
inted actuaries. P. A. Alexander, 
A, M. Bayly, G. G. Cameron and D. S. 


pudd have been named associate 
actuaries. 
TEACHERS-CREF—Clair Wilcox, 


rofessor of economics at Swarthmore 
College, has been elected a trustee of 
teachers Insurance & Annuity Assn. 
q. R. Bowen, president of Grinnell 
College, Grinnell, la., and F. E. Brown, 
resident of Tri-Continental Corp., 
have been elected trustees of College 
Retirement Equities Fund. 





Bankers Of Ia. Happy 
With lst Nine Months 


Bankers Life of Iowa reports a suc- 
cessful first nine months. Lite in fore» 
increased nearly $240 million, of which 
some $118 million was ordinary and 
more than $122 million was group life. 

Speaker at the Novem%>er meeting 
of Detroit Life Underwriters Assn. was 
Richard E. Pille, president Security 
Mutual Life, on ‘““Keeping Perspective.” 


LIFE INSURANCE EDITION ‘ 


Interest Rates Raised To 
342% By Life Of Virginia 

Life of Virginia has increased the 
interest rate on settlement options and 


qualified pension plan retirement in- 
come tunuas. E.fective Sept. 1, the coin- 


pny wiil »av inte e t of 3%% on both | 


withdrawable and non-withdrawable | 


aun 7 on depovit. 
Effective from the next contract an- 
ni *, the cmpany will pay 3%% 


interest on proceeds payable in install- 
ments, with the increments ove: the 
guaranteed rate computed on a level 
rathe: than a cec-easing basis. 

Life income installment settlements 
are computed with mocernized mor- 
tality assumptions, which allow 3%% 
inierest in general cases, and 33% 
in cases of retirement life income and 
qualified pens:on plans. 

Appalachian Nat:onal Life has mov- 
ed its home office to new quarters in 
Gowntown Knoxville at 810 Market 
Street. The company has acquired al- 
most 5,000 square iee!t of space which 
will provide for immediate needs and 


for growth over the next two years. | 





Cal.-Western States At $3-Billion Mark 


€ai-Western : 


$3,000.000.000.09 
‘Poticy 





California- 
Western States 
Life exceeded $3 
billion of life in- 
surance in force 
in September. In 
ceremonies ob- 
serving this mile- 
stone, the policy- 
holder whose 
purchase placed 
the company over 
the $3 billion mark 
was honored at a 
special home office 
meeting. The pol- 
icyholder, Mrs. 
Elizabeth K. Ling- 
gi of Sacramento, 
is receiving deliv- 
ery of the policy 
by (from left) 
Robert O. Taunt, 
Sacramento agent 
who sold the pol- 
icy; Lynn Tenney, 
vice-president and 
manager of agen- 
cies; Robert E. 
Murphy, president, 
and (kneeling) 
William D. Daniels, 
Sacramento man- 
ager. In an address 


to home office employes following the ceremony, Mr. Murphy traced the com- 
Pany’s growth since the achievement of the first billion of life in force in Sep- 
tember of 1954. He stated that the in-force figure had doubled in size in the past 


40 months. 
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Old Republic 


LIFE INSURANCE COMPANY 
CHICAGO 1, ILLINOIS 


The Minuteman 


| Symbol of Success 
to a fast-growing group 
of General Agents 
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no gimmicks to obscure its true worth; a practical 
basic sales tool with a wide sales appeal. 


MANUFACTURERS LIFE’S RETIREMENT ANNUITY (PAR) 


It’s a new (participating) addition to our port- 
folio of flexible, high return annuity plans. 


La 
Ws: € a 
ae < 


_ (IDEALLY SUITED 


y ¢ to supplement Social Security. 
Lo e to be used in situations when the 


fe prospect is uninsurable. 


eto provide funding for deferred a 
compensation plans \ 


| = eand for 501 (c) (3) situations 
: (for employees of non-profit 
organizations). } 


entice 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


Baltimore e Boise e Boston e Chicago e@ Cincinnati @ Cleveland e Columbus e Denver 
Detroit e Flint e@ Hartford e Honolulu @ Indianapolis @ Lansing @ Los Angeles @ Miami 
Minneapolis @ Newark e OklahomaCity e Philadelphia e@ Phoenix e@ Pittsburgh e Portland 
Richmond e Saginaw e SanDiego e Sanfrancisco e@ Seattle @ Spokane e Washington, D.C. 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


e HEAD OFFICE (Established 1887) TORONTO, CANADA 82-60 











RENEWAL COMMISSION 


Loans are prompt, efficient, and 

confidential. Our company is the outstanding 
organization specializing in direct loans 

to life insurance underwriters. 








LIFE UNDERWRITERS SERVICE CORPORATION 
Security Building * Dept. A-1 « Denver 2, Colorado 















J 
| 
* Please send me further information, at no obligation. |_| Gen. Agf. I 
Now in ee ! 
_| Agen 
Our 6th ‘dia : se I 
Year of Company. siainieseinaneteiairtascotiaiany | 
Operation Addre wie | 











Business Insurance Prospects Read T 


his Message... 


eiecead 
se : 








What if 
something happens 
to Mr. Macp 


Mr. Mac is any of those key men who are 
so important in most businesses. He could 
be you. Whatever Mr. Mac does, he does 
well. His loss would mean serious and im- 
mediate problems for management. Many of 
these problems can be solved by a program 
of key man life insurance with the following 
benefits: 
e Provides cash* to attract and train re- 
placements, and to indemnify for tempo- 
rary loss of company earning power. 


e Provides cash* to protect credit and en- 
dorsers of company’s paper. 

e@ Provides cash* to guarantee continuance 
of dividends, to guarantee continuance of 
business and avoid dissolution, merger or 
forced sale. 


e@ Provides cash* to retire any stock held by 
the deceased, and to continue his salary 
to his family. 


Connecticut Mutual Life has a special busi- 
ness life insurance department and offers hun- 
dreds of combinations of policies and settle- 
ment options. Ask a CML man to talk to you 
about how key man life insurance can fit your 
situation. He’ll recommend a plan with guar- 
anteed flexibility ... one that can be changed 
as your business picture changes. Talk to him 
soon, while your Mr. Mac is on the job. 


*Free from federal income tax. 


In business 114 years 


Owned by its policyholders, CML provides high quality 
life insurance at low cost and personal service in more 
than 300 offices throughout the country. 


Connecticut Mutual Life 


INSURANCE COMPANY « HARTFORD \ 


One million two hundred thousand business owners and 
executives are being exposed to this helpful advertisement 
in Time and Newsweek. Many thousands of them will remem- 
ber this message about the value of consulting a CML man. 
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